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You can spot a Tokheim pump as far as you 
can see it, by its gleaming white dial face. But this clean, 
white face is not accidental. It is the result of the protec- 
tion afforded by a housing of metal and a “magic seal” 
through which foreign elements cannot enter the pump 
to mar, discolor and destroy. Thus the smooth, porcelain 
face of a Tokheim remains white and clean, long after 
the faces of many pumps ate dirty and discolored with 
age. This white face is a symbol that suggests the fine 
quality of the whole pump. Don’t be satisfied with less 


than a Tokheim. Second best is not good enough today! 


WRITE FOR NEW BULLETIN! 


Model 39 A Lo-Boy with Retrév-A-Hose. One of many models. 





TOKHEIM CORPORATION 


THE ‘MAGIC SEAL" 


Due to unique design and the uniform accuracy 
of Tokheim deep-draw metal-forming presses, 
front panels, side panels and dome of a Tokheim 
housing are joined in a “magic seal” that defies 
the elements. Here is a view of this seal as it 
would appear from above. 


OKHEIM 


DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT GASOLINE PUMPS 


FORT WAYNE 1 SINCE 1901 INDIANA 
Canadian Distributor: H. Reeder, 205 Yonge St., Toronto, Ont. 
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One man does the work of two 
with B. F. Goodrich hose 


PP gd a barge-loading hose that 
can cut labor costs 50%. Its lighter 
weight lets one man do the work of two 
in coupling, lets two do the work of four 
in moving it around the dock. 


One man couples it 

Coupling ordinary hose usually takes 
two of More men as you see in the top 
picture. But B. F. Goodrich hose has 
Flexseal ends, so one man makes con- 
nections easily as you see in the bottom 
picture. The split flanges are free to 
rotate on the hose, but are not an in- 
tegral part of the hose. Unlike hose 
with built-in nipples and flanges, there’s 
no tugging, turning, or twisting to line 
up bolt holes. No gaskets needed. 


B. F. Goodrich patented Flexseal ends 
are covered with molded rubber, com- 
pressing and forming a perfect seal 
when flanged. 
Two men carry it 

Ordinary 6-inch hose, 25 feet long, 
with built-in nipples and flanges, weighs 
394 Ibs. B. F. Goodrich hose, same size 
and length, weighs only 250 Ibs.—in- 
cluding the Flexseal ends and split 
flanges. Weight saving for one length 
—144 lbs. 

Tripled end flexibility 

B. F. Goodrich hose is flexible up to 
6 to 10 inches from the end. Almost a 
flange-to-flange freedom of flexing. 
Ordinary hose with built-in nipples is 
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stiff as iron pipe for about 3 feet at 
each end. 

This B. F. Goodrich hose is known 
as Type 525—a special improved hose 
for saving time, men and money 
Recommended for full vacuum and 
50 lb. discharge service. Available in 
lengths up to 50 feet. Your BFG dis- 
tributor can give you more details, or 
write The B. F. Goodrich Company, Dept. 
M-285, Akron 18, Ohio. 


B.E Goodrich 


INDUSTRIAL PRODUCTS 
DIVISION 





rvice Man: 


“Can't beat a Saf-Lift for those ‘hurry-up’ road calls, 
or dozens of odd lifting jobs around the station.’’ 


tation Operator: 
“| like the way Saf-Lift speeds up service work, 
and the speed with which it sells by simply 
placing a few Saf-Lifts near the pumps 
and in other conspicuous spots." 


uto Supply Store Prop.: 
“You never saw a bumper jack sell so fast... 8 out 
of 10 times, just a demonstration will do the trick.’’ 


t Owner: 


‘We find that because Saf-Lift is so fast to use, 
it’s the handiest jack for those ‘quickie’ jobs which 
aren't suitable for heavy lifting equipment.’’ 


ar Owner: 


**| like the speed with which Saf-Lift sets up 

and starts the lifting operation . . . there’s no 
fumbling under the car, no delicate positioning. 

It's a great help, because most flats seem to happen 
when you're in a hurry to get some place."’ 


hanic: 
‘‘Because Saf-Lift is all in one piece, there are 
never any handles or bases to hunt for, 
Saf-Lift is always ready to go to work fast 
... and it often prevents tying up of 
expensive hydraulic equipment.’’ 





TWO MODELS AVAILABLE: 

No. 1020 for resale to car owners. 

No. 1030 for service use. 
U.S.Patent Nos. 2.630,296 

2,630,296 and 2,637,623 


BUMPER JACK 


AUTO SPECIALTIES MFG. CO., St. Joseph, Michigan 


B-S42 
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National 


Petroleum 


Behind Our Headlines 


Let me call your attention to an 
exclusive statement by Bruce K. 
Brown, president of Pan-Am South- 
ern, which starts on page 16. 


We're more than a bit pleased with 
this because NPN is the sole medium 
for disseminating the text of what we 
think is one of the most important 
pronouncements of the year. Mr. 
Brown was deputy administrator of 
the Petroleum Administration for De- 
fense (PAD). In his statement, he 
discusses the serious problem of sur- 
plus refining capacity, something that 
is pertinent to top industry manage- 
ment and marketers as well as refiners. 
He discusses it from the dual stand- 
point of a man who understands both 
industry and government views. This, 
we think, makes for objectivity. 


In publishing this statement, NPN 
is not beating drums for anyone. We 
regard the statement an important one 
for the industry and especially timely 
because the sharp cutback of refinery 
runs points up the acute problem of 
excessive refining capacity. 


The first of a series of three top- 
notch stories on jobber training pro- 
grams starts this week on page 30. 
It’s about a program developed by 
Manordale Gas and Oil Co. of Export, 
Pa. Ray Bjorkback, our eastern edi- 
tor, did the story. 

The other two articles will follow in 
subsequent issues. One is about Gase- 


teria of Indianapolis and the other 
about McKales of Seattle. 


—Herbert A. Yocom 
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Customers have confidence 
in shipments by 


COMMERCE 


Customers know they are getting full value when they 

get a shipment of lubricating oils, additives or petrochemicals 
from the Commerce Oil Corporation — because every drum 

is equipped with Tri-Sure* Closures, which seal in the fine 
quality of every gallon, and seal out every impurity. 


Tri-Sure Closures have a Flange that is integrally assembled 
with the drumstock; a Plug that fits securely into the 

flange; and a Seal that forms a leakproof covering which 
prevents undetected tampering and pilferage. This is the 
protection that Commerce depends on, year after year, 

to preserve the output of its superb processing . . . to maintain 
the confidence of every customer. And this is the protection 
that it pays to give to every product that you ship, 

wherever you ship it. 


When you order drums, order security for every gallon— 
full value for every customer — by specifying ““Tri-Sure 
Closures”’. 


*The “‘Tri-Sure” Trademark is a mark of reliability backed by over 30 years 
serving industry. It tells your customers that genuine Tri-Sure Flanges 
(inserted with genuine Tri-Sure dies), Plugs and Seals have been used. 


AMERICAN FLANGE & MANUFACTURING CO. INC. 
30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 


Tri-Sure Products Limited, St. Catherines, Ontario, Canada 
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AHEAD OF THE NEWS 


Distillate Pinch Ahead?—There’s a danger of distillate 
supply trouble this fall and winter in the East and Mid- 
west, some Gulf Coast suppliers believe. They point out 
that distillate stocks are now considerably under what they 
were a year ago. Yet refiners are having to cut back runs 
because of high gasoline stocks. The Gulf Coast men say 
that if these gasoline stocks are not drained off in time to 
permit an increase in heating oil output, the result will be 
a very tight supply picture by fall. One large supplier goes 
so far as to predict that by November, No. 2 fuel at the 
Gulf will be selling as high as housebrand gasoline, unless 
there is a big surge in gasoline sales in the meantime. 


Midwest Credit Trouble—Farm credit worries are in- 
creasing for oil jobbers in the Corn Belt states, as extreme 
drought continues and temperatures soar to all-time highs. 
In most of the Corn Belt, the heat wave struck early in 
June and reached a climax last week, when temperatures 
in most of the area hit 105 and 115°. Unless rains come 
soon, much of the corn crop will be lost or damaged 
severely. This means trouble for the oil marketer who is 
waiting until farmers harvest their corn next fall to get 
payment for past deliveries of gasoline and tractor fuel. 


Commercial Account Action—Letters will soon go out 
to the nation’s oil suppliers asking for statements of pricing 
policy toward commercial accounts. Written by Roy J. 
Thompson, chairman of National Oil Jobbers Council, the 
letters will also ask suppliers if they have policies to help 
their branded distributors meet competition in bidding for 
commercial business. With the replies, NOJC hopes to plan 
action to protect and regain what it considers the jobber’s 
fair share of the commercial consumer market. The letters 
were authorized at last month’s NOJC meeting in Skytop, 
Pa. Council members contend the problem of price cutting 
on commercial accounts has become so aggravated in 
recent months that it imperils the jobber’s future as a dis- 
tributor of gasoline. 
s 


DJ Eyes Retailers—The Justice Department is investigat- 
ing alleged gasoline price-fixing at retail in Denver and 
Salt Lake City, using the FBI for its legwork. Involved are 
moves by gasoline retailers to stabilize markets that have 
been rocked by repeated price wars. Other areas also will 
be investigated before long. DJ can produce newspaper 
advertisements as evidence of alleged antitrust law viola- 
tions. 
e 


Association Door Open—Pennsylvania Petroleum Assn. 
is thinking of offering membership to jobbers in neighbor- 
ing states (those in which jobbers aren’t numerous enough 
to form their own associations). The Pennsylvania group 
may try to make arrangements for new members from 
Delaware, Maryland and New Jersey—if enough jobbers 
from these states are interested in joining. 
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Lube Price Ceiling—Synthetic motor oil apparently 
hasn’t proved a good seller. One company that has been 
marketing its synthetic oil at $1 per quart is taking it off 
the market. This is no reflection on quality, but an indica- 
tion that motorists won’t pay $1 a quart for any motor oil. 
Car owners do appear more and more willing to pay 55¢ 
and 60¢ per quart for the growing number of all-weather 
motor oils coming on the market. But the synthetic oil 
experience with the $1 price is causing many marketers to 
wonder just how high their prices can go without affecting 
oil sales. 
. 


Premium Gasoline Rise—A West Coast major oil com- 
pany reports a definite increase in premium gasoline sales. 
One of the company’s economists says this is the result of: 
(1) The introduction of new premium gasolines, with better 
performance apparent to motorists, and (2) an increasing 
number of new cars with high compression engines. The 
company adds that the rising volume of premium sales has 
more than compensated for the loss of regular-grade gal- 
lonage. 


- 


Northwest Supply Shift—Latest evidence that the day 
is approaching when West Coast refineries will no longer 
supply the interior of the Pacific Northwest comes from 
H. Earl Clack Co., Spokane, Wash. Clack is gradually re- 
ducing its purchases of oil products from General Petro- 
leum. It plans to end them when the Yellowstone Pipe Line 
starts carrying products from Billings, Mont., to Spokane 
some time in August or September. Clack has an interest 
in the Yellowstone line and will get supply from the Bil- 
lings refinery of Carter Oil Co., a partner in the line. Clack 
has been getting supply from the coast and Utah. 


Spotlight on Motor Oil—A symposium on multi-graded 
motor oils will be a feature of the annual meeting of Na- 
tional Petroleum Assn. Sept. 15-17 in Atlantic City. Two 
refiners and representatives of one or two car manufac- 
turers will take part. NPA thinks multi-graded oils have 
been on the market long enough, and have been sufficiently 
road tested, so that both oil and automotive men should 
know how they’re proving up. Discussion is expected to 
throw a spotlight on the entire subject, much as the gaso- 
line additive issue was reviewed at NPA’s spring meeting 
in Cleveland. 
. 


Oil Centennial History—A second project for writing a 
history of the oil industry is being planned as a one-man 
undertaking by Carol Coke Rister, history professor of 
Texas Technological College, Lubbock, Texas. Rister is 
the author of “Oil Titan of the Southwest,” sponsored by 
Jersey Standard. Rister plans his book as a centennial 
history to coincide with celebration of the industry’s first 
100 years in 1959. Another centennial history project has 
been started at Northwestern University. 


For more Ahead of the News 


5 




















Your Customers Get 
HIGHEST OCTANE PERFORMANCE 
And up to 40 MILES MORE 
per tankful of gasoline. 


New VEEDOL 10-30 pulls in traffic be- 


cause motorists know it steps up engine 
performance. The reason is that VEEDOL 
10-30 is a refined 100% distilled oil which 


cuts down to a minimum octane-robbing 
carbon deposits ordinary motor oils 
build up. 


VEEDOL 10-30 in the crankcase means 
greater gasoline mileage, too...up to 40 
extra miles per tankful. The reason is /ower 
fluid friction ...\ess oil drag. Quicker starts, 
quieter hydraulic valve action and longer 
engine life are other benefits from this 
Extra High Detergency Motor Oil. Put up 
a VEEDOL display and pull in extra sales! 


TIDE WATER 
ASSOCIATED 
OiL COMPANY 


San Francisco 
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AHEAD OF THE NEWS 


Brokers Lament—Business volume of oil brokers has 
been declining so steadily that one broker is concerned 
about the future of the business. Reason: Product is so 
ample it is hard to locate buyers. Although some brokers 
are still in a good position because of existing contracts, 
new business is scarce, and orders are infrequent. Tanker 
brokers also have been hard hit by a shrinking market and 
smaller commissions. During a recent two-week period, not 
a single U. S. flag tanker north of Hatteras was chartered 
for the Gulf. One broker who sees no hope for improve- 
ment voices the melancholy lament, “It looks as though 
brokers are becoming extinct.” 





Turnpike Station Plans—Oil marketers in Ohio may 
win more voice in the design and layout of turnpike sta- 
tions than marketers in other states have had. When the 
time comes to decide on Ohio Turnpike stations, the Turn- 
pike Commission reportedly will first ask for royalty bids 
from marketers. Then, after consulting with successful bid- 
ders, the commission will let out bids for station construc- 
tion. Oil marketers take this to mean the commission will 
listen to their suggestions on station design, with the aim of 
building outlets to fit each marketer's pattern of operation. 


Piggy-Back Puzzle—Truckers are divided on the ques- 
tion of what will happen to the attitude of railroads toward 
truck tax and weight laws as more and more rails go in for 
hauling truck trailers on flat cars. Some truck men think 
the railroads will stop pressing for punishing tax and weight 
laws, and start working for fair laws and uniform weight 
limits. The truckers say it won't help piggy-back operations 
to have a reasonable weight limit in the state where a truck 
trailer goes on a flat car, and a lower limit in the state of 
destination. But other truck men don’t expect the railroads 
to change their approach. They contend the rails’ piggy- 
back operations are “just an experiment.” 


NPN Staff_- 


Station Census Plan—The best measure yet of the num- 
ber of retail gasoline outlets in the country may come from 
the next business census. This, despite the fact the Census 
Bureau is braced for a sharp budget cut that would mean 
less information than before from the official census. It 
has been suggested in informal conversation between men 
from the bureau and American Petroleum Institute’s Mar- 
keting Division that if the oil industry put up the money, 
the bureau might be able to develop useful breakdowns. 
For example, the bureau might count gasoline outlets in a 
way that would include for the first time those that sell 
gasoline and motor oil, but get most of their income from 
other lines (garages, auto agencies). And the bureau might 
also show the number of outlets in several gallonage cate- 
gories. Only a few representative states would be covered. 
But ratios would be worked out with the official data for 
all states to provide usable estimates. 


Oil-Gas Inquiry—It’s far from clear just what Senator 
William Langer (R., N. D.) is driving at in his current 
probe of natural gas supply in the Midwest. Langer, chair- 
man of the Senate Judiciary Committee, is supposed to be 
investigating whether “monopolistic practices” are blocking 
the entry of new gas distribution companies into Wisconsin 
and other midwest areas. But insiders think Langer may 
actually be out to “prove” that the oil industry controls the 
natural gas industry “all the way.” 


Onassis Showdown—A showdown on the shipping pact 
between Aristotle Socrates Onassis, wealthy, Greek-born 
tanker operator, and Saudi Arabia may come when the 
first Onassis tanker puts in at an Arabian port for oil 
cargo. Critics of the deal claim that it will result in a 
monopoly for Onassis to haul Saudi Arabian oil. Observers 
in New York believe the Onassis ship may be refused oil, 
in which case the pact with Saudi Arabia may go by the 
boards. That, in turn, might affect Onassis’ overtures with 
other producing countries for similar “exclusive” deals. 
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with 
automatic 
clutch 


assures 
safe 





rewinding 


The safety of hand winding and the 
convenience of electric winding 
have been combined in this newest 
hose reel developed by Philadelphia 
Valve Company. 

A push button operates the elec- 
tric motor through a relay and also 
energizes a solenoid, which engages 


the mechanical clutch automatically. 


Releasing the button not only stops 


the motor but also disengages the 
clutch. If the electrical relay freezes 
(which sometimes happens because 
of the heavy current required by 
the motor), 
will still disengage, and the reel will 
though the 
motor continues to run. 


the mechanical clutch 


stop rewinding even 


This is an 


PHILADELPHIA VALVE COMPANY 


3413 ARAMINGO 


AVENUE, 


PHILADELPHIA 


Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, California 
Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, California 


NATIONAL 


New electric hose reel 





important safety feature in a reel. 

This new reel incorporates the 
famous easy-turning swing joint 
that lasts indefinitely and will not 
leak, even after 1% million turns. 
It can also be crank operated from 
the side or the rear. Six ball bear- 
ings are mounted outside the drum 
—liquid never touches them. It is of 
steel, malleable iron or _ brass 
throughout—no cast iron is used. 
It is a lightweight reel, yet the con- 
struction is rugged. The motor has 
oilless bearings. 

Many models are available for 
bucket box or side box installation. 
Delivery within a week is usual. 
Write us before you have tank 
trucks built or refitted. We will send 
detailed information on these ad- 
vanced design hose reels, and our 
complete line of truck tank couplers, 
valves and fittings 
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WASHINGTON 


Lead-Zinc Fight May Affect Oil Imports 


Developments on lead and zinc in 
the next few weeks or months might 
very well be the key to next year’s 
congressional battle on oil imports. 

The domestic lead and zinc mining 
situation is in a critically depressed 
state and producers are blaming im- 
ports from Canada, Mexico and South 
America at prices against which they 
cannot compete for the condition. 

The Administration is well aware of 
the explosive nature of the problem. 
It is stepping up its stockpiling pro- 
gram for these minerals in an effort 
to head off a possible all-out attack on 
the reciprocal trade agreements pro- 
gram. But that may not be enough. 

Last November, lead and zinc pro- 
ducers appealed to the Tariff Com- 
mission for relief under the “escape 
clause” provision of the act. The 
Commission’s findings and recom- 
mendations went to the White House 
last May. As of this writing, the Presi- 
dent had not acted on them. 

But the White House received a 
letter recently signed by 32 senators, 
most of them from the western states. 
They said unmistakably they wanted 
escape clause relief. These senators, 
and every other interested observer in 
Washington, know that the lead-zinc 
issue is vital—that whatever the 
White House does about it will 
just about irrevocably set the Ad- 
ministration’s trade course. 

If there is no relief and if condi- 
tions continue bad in the lead and 
zinc industry, most if not all of those 
32 senators can be expected to fight 
for a drastic revision of the trade act 
along “protectionist” lines. 

The bipartisan conference of west- 
ern senators (30 of them from 15 
states) is not without influence in 
Congress. It won Brannan Farm Plan 
treatment for wool just a few months 
ago—the only commodity accorded 
such preferential price support treat- 
ment. 

If these senators go all out next 
session for protectionist treatment of 
lead and zinc, it can just about be 
called a foregone conclusion that pro- 
tection for coal and domestic oil pro- 
ducers will be included in the move. 

And any administration would have 
a rough time prevailing against a 
line-up of that sort in the Senate. 
Even Senator Alexander Wiley (R., 
Wis.), chairman of the Foreign Re- 
lations Committee and not actually a 
western senator, joined in the petition 
to the President. 


House members from the West and 
from the coal states also could pre- 
sent a pretty solid front under those 
circumstances. 


Trouble from Within 

The fact that there are Democratic 
“hold-overs” in all federal agencies 
under the Eisenhower Administration 
is not news. But it is a bit surprising 
to hear that some of the “New Deal 
hold-overs” are “persecuting” other 
New Dealers. 

A scarred veteran of the Federal 
government in-fighting who has seen 
both Democratic and Republican re- 
gimes come and go says that it startles 
even him. 

Here’s what he says is going on: 
Most of the GOP policy-making ap- 
pointees are unfamiliar with the de- 
tailed internal structure of their agen- 
cies. An efficient, competent personnel 
administrator is a “god-send” to these 
officials who normally interest them- 
selves only in making sure that a few 
key men around them are their own 
choice. 

Many of the best administrative 
officers are Democrats due to the fact 
that the national administration had 
been Democratic for some 20 years. 

One would normally expect, then, 
that other Democratic hold-overs 
would receive a measure of protection 
from the administrative officers. Not 
so, says the old hand. The administra- 
tive officers are going to extreme 
lengths to “pester” and “harass” the 
other New Dealers, apparently to 
show the top GOP officials they are 
doing their best to make the Republi- 
can Administration a success. 

But, adds the old-timer, the actual 
result is a sabotaging of the Eisen- 
hower Administration. “I believe in 
giving Eisenhower a ‘fair shake,” he 
says. “These boys are making the Ad- 
ministration look bad.” 


Short Shrift For This One 

One bit of legislation facing certain 
defeat in Congress is a bill by Senator 
James E. Murray (D., Mont.) that 
would keep everyone out of tire retail- 
ing except independent tire dealers. 
Refiners and manufacturers of auto- 
mobiles and auto parts are specifically 
banned. 

Even the Justice Department has 
recommended against the bill, saying 
it felt the problem could be solved by 
“some less drastic measure” than the 
complete divorcement proposed. 

—NPN Weoshington Staff 
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NOW 
READY-— 


the 1953 edition 
of Platt's 


OIL PRICE 
HANDBOOK 


(30th Edition) 
COMPLETE- 


Petroleum Prices! 
Facts! 
... any oil price 
for any given day! 


Platt'’s OIL PRICE HANDBOOK 
emp | finger-tip information for 
usy oil executives . . . marketers 
. buyers . . . sellers . . . com- 
pany and association statisticians 
. - Tesearch analysts ... ac- 
countants .. . in fact, for anyone 
who deals with oil prices in any 
way, this hand book is a must 
to complete their 1954 business 
library. 


Platt’s OIL PRICE HANDBOOK 
contains all the vital oil price in- 
formation for the year of 1953, 
accurately reported and published 
in one, complete single source 
package. You can find any oil 
price or any oil price change 
merely by turning to the appropri- 
ate conveniently die-cut marginal 
index . . . the low and high for 
any given day, the lows and the 
highs monthly and yearly averages 
for any given petroleum product 


More complete than any of the 
29 previous editions, with a new 
and improved ee style, the new 
Platt’s OIL PRICE HANDBOOK 
will continue to sell at $15.00 per 
copy. It comes to you in a durable 
and attractive cover, case bound, 

edition is printed in a limited 
quantity, so rush your order for 
your copy today! 


SEND YOUR ORDER 
WITH PAYMENT TO 


OIL PRICE 
HANDBOOK 


McGraw-Hill Publ. Co., Inc. 
330 W. 42nd Street 





New York 36, N. Y. 








PETROLEUM INDUSTRY INDICATORS 


= 
a 


NPN PRICE AVERAGES* 
Refinery /Terminal 


(¢ per gal.) 
July June 
16 18 
1954 1954 


Gasoline 11.35 11.74 


Sige» WEEKLY PETROLEUM STATISTICS 





Primary Stocks 
Finished and unfinished gasoline (thous. bbl.) 
Distillate fuel oil (thous. bbl.) 
eS SI I enc 's a cw ser bigs x'stee dpa os 
Residual fuel oil (thous. bbl.) . 
Crude oil—B. of M., 1 day later (thous. bbl.) 
Refinery Activity 
Crude runs to stills (thous. bbl. daily) . . 
Foreign crude included (thous. bbl. daily) 
% of refinery capacity operated 
Refinery Output 
Gasoline (thous. bbl.) . 
Kerosine (thous. bbl.) . . 
Distillate fuel oil (thous. bbl.) 
Residual fuel oil (thous. bbl.) 
Crude Supply 
U.S. crude oil production (thous. bbl. daily) 
Crude oil imports (thous. bbl. daily) 


Slay» MONTHLY MARKET TRENDS 


Petroleum products in secondary storage (thous. bbl.) 


Exports of crude and refined products (thous. bbl.) 
Average station gasoline price, ex tax (¢ per gal.) 
*Gasoline consumption (million gal.) 
Service station building permits (number) 
Passenger cars—domestic shipments (thous.) 
Trucks and buses—domestic shipments (thous.) 
Automotive replacement tire shipments (thous.) 
Replacement battery shipments (thous.) 
Oil burner shipments (thous.) 
* Excludes Oklahoma 


(API) Week Ended 


July 9, 1954 


163,712 
90,719 
29,078 
52,330 

277,196 


7,121 
783 
86.3 


23,762 
2,422 
9,253 
8,117 


6,183 
700 


Latest Month 


42,255 (May) 
11,509 (Apr.) 
21.58 (July) 
4,199 (Apr.) 
515 (May) 
479 (May) 
74 (May) 
5,115 (May) 
1,150 (Apr.) 
47 (Mar.) 


Kerosine 
Distillate 8.59 
Residual 3.68 


Lube Oil 16.67 
Crude at 

well ($ 

per bbl.) 2.81 


10.24 


* Weighted average price, prin- 
cipal markets. 





Week Ended 


June 11, 1954 


171,303 
77,495 
24,807 
48,530 

276,185 


6,820 
679 
84.2 


22,934 
1,729 
9,792 
8,455 


6,396 
482 


Previous Month 


42,055 
9,677 
21.81 
4,056 

525 
3t5 
80 
4,935 
1,194 
43 


Week Ended 
July 10, 1953 


142,527 
89,860 
28,520 
47,154 

279,813 


7,267 
672 
94.3 


24,428 
2,421 
10,185 
8,965 


6,396 
656 


Year Ago 


43,346 
15,159 
22.07 
4,128 
453 
532 
115 
5,604 
1,245 
67 
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SUPPLY AND DEMAND Hi] HERE’S ACCURATE OIL BLENDING 
anemia! » to the last dropper full / 


at U.S. refineries increased 116,000 
b/d in week ended July 9, as com- = 
pared with the previous week. Total 

runs included 783,000 b/d of crude 
of foreign origin. According to the 
API report, the foreign crude set 
a new all-time high, 45,000 b/d 
above the previous record of 
738,000 b/d set in week ended 
March 20, 1954. Despite the in- 
crease in refinery runs, a produc- 
tion gain was reported only for 
kerosine. Output of all other prin- 
cipal products dropped, gasoline by 
126,000 bbl., distillate fuel oil by 
884,000 bbl., residual fuel oil by 
49,000 bbl. Primary inventories of 
finished and unfinished gasoline de- 
clined slightly, with withdrawals ON LY 
from storage totaling 834,000 bbl. 


Increases in other major products 


stocks ranged from a little over one 

million bbl. for kerosine up to 

nearly four million bbl. for distil- 

late fuel oil. AUTOMATIC 
Jet Fuel Demand Up—Refiecting 

the continued switch to jet aircraft b L s 1] D £ K 

and build up of the air force, mili- 


tary needs will total almost 70 









million bbl. of JP-4 jet fuel during accurately pro- 
the 1955 fiscal year which began portions two or 
July 1. The National Petroleum more®* liquids in per- 
Council was informed 69,020,000 centages as low as 


bbl. will be purchased, provided 
there is sufficient storage available 


to handle it. Otherwise, the pro- 

gram will have to be scaled down. Y 
Oil Imports Rise—Total U.S. im- 20 ° 

ports of crude oil and products 


rose 111,600 b/d in week ended 
July 9, as compared with the pre- 
vious week. The API report showed 
east of California imports were up 


97,600 b/d. California imports @ Lube oil compounders agree, “For blending, compound- 
er tae bu an — po ” ing or mixing, Bowser Blender converts old-fashioned batch 
crude oil, 327,600 b/d of residual methods into a fast, continuous operation.” Now liquids can 
fuel oil, 9,700 b/d of distillate fuel be blended as needed and go directly to tank cars or trucks 
oil, 12,300 b/d of ashpalt, and « « « or to storage tanks. 


9,900 b/d of other products. 

Additives or inhibitors can be blended in increments of 1/20% 

Venezuelan Output Up—An in- and from 1/20% to 14.95% of total blend. 
crease of 36,904 b/d in crude oil 
production in Venezuela was regis- 
tered in May over the previous 
month. Production averaged 1,- 
865,014 b/d, according to Ministry 
of Mines and Hydrocarbons data. 
The largest producers were Creole 
with 793,064 b/d, Shell with 
574,878 b/d, and Mene Grande 
with 289,837 b/d. 


* Systems may consist of 6 or even more units. 


MAY WE SEND YOU COMPLETE DATA ON AUTOMATIC OIL BLENDERS? 


BOWSER, INC.., 


1301 CREIGHTON AVE., FORT WAYNE 2, IND. 
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ONLY ARMSTRONGS 


OFFER THIS 


EXTRA SAFETY 


THAT MEANS 


EXTRA SALES! 


PATENTED 


“OUNCE OF \ 
PREVENTION” 
12) TAY tAY Greatest SKID PROTECTION 


guard against \¢ in tire history 
9 out of 10 tire ’ 
failure accidents 











NOW! YOURS TO SELL IN A 


tires tend to compress into a smooth, slippery 
surface. That’s because ribs squeeze together 
AT A under pressure — like the edges of your fingers 


With ordinary tires, tread ribs of your 


when you make a fist. Thus, the tread loses 
its vital grip on the road ... and you skid! 


POPULAR PRICE! 


It’s the biggest tire news in years! Now you can offer 
famous Armstrong “Ounce of Prevention” tires at a price 
so low everyone can afford them. The extra safety of With life-saving Armstrong 
. , Tires, the tread can’t ! 
Armstrongs means extra sales. No other tire, at any price, Eoclt ddiecaek toeien aaah 
offers the safety features of Armstrong Miracle-Tires. lose its grip! “Ounce of Preven- 
: 2 ; ’ : tion” discs between ribs keep 
Your Armstrong distributor will give you without cost a gripping edges apart — like your 
k fd : , di hel ll d sell fingers when you put rubber 
package of demonstration discs to help you tell and se: discs between them. You don’t 
customers on Armstrongs’ life-saving “Ounce of Pre- 
vention.” Get them today! 
Armstrong Miracle Tires are 


skid! 
unconditionally guaranteed for 24 


Ay AR Ss > By 

“4 Y y months against all road hazards. 

MIRAC ‘LE é TIRES Unserviceable tire will be replaced by 
a comparable new tire with full credit 


for the t 
RHINO-FLEX aa , Pestee of guarantee not yet 


WEST HAVEN, CONN. @ NORWALK, CONN. @ NATCHEZ, 
MISS. ® DES MOINES, IOWA @ SAN FRANCISCO, CALIF. 





8) 


OTs SHITE 
FHL ys 


v 


toe 
es 








UNCONDITIONALLY GUARANTEED 
FOR 24 MONTHS! 


Oxy 
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Get Military Out of Station Business—Ellis 


The Defense Department’s failure to get the military out of private 
business has cost the Independent jobber and service station operators 
some $48 million in the past two years. 

That charge, hurled this week by General Counsel Otis Ellis, 


National Oil Jobbers Council, is 
the result of months of painstak- 
ing study and analysis. 

Jobbers from coast to coast 
helped gather the facts and fig- 
ures to back it up. Now, they feel, 
it is time for the military to “put 
up or shut up” on carrying out 
its announced program. 

Ellis had this to tell as he went 
before the House Government Op- 
rations Committee — service stations 
operated by post exchanges are in 
such a favorable position that they 
can undersell private stations located 
within a stone’s throw by 2¢ to 4¢ per 
gal. That, he pointed out, is economic 
murder for the local jobber and serv- 
ice station operator. 

The committee has before it three 
bills advanced as solutions to the 
problem: 

H. R. 8832 by Representative 
Frank C. Osmers (R., N.J.) which 
would establish an anti-government- 
competition board to survey the situ- 
ation and recommend elimination of 
specific government commercial-type 
activities. 

H. R. 9834 by Committee Chair- 
man Clare Hoffman (R., Mich.) to re- 
quire the Budget Bureau to submit a 
list of government operations compet- 
ing with private firms and looking 
toward a termination of such activi- 
ties. 

H. R. 9835, also by Hoffman, re- 
quiring a survey by the President to 
eliminate all such activities where it 
would not harm governmental func- 
tions. 

NOJC “wishes to go on record as 
endorsing the basic aim and intent of 
these proposals” but reserved com- 
ment “on the best mechanical or op- 
erating procedures for achieving the 
end sought.” 

‘Moving Ahead’—Appearing at the 
same hearing, Thomas P. Pike, assist- 
ant secretary of defense for supply 
and logistics, said the department “is 
of the firm opinion” that none of the 


three proposals is desirable. He said 
the department is moving steadily for- 
ward on its program, just as quickly 
as sound policy permits. In his pre- 
pared statement, Pike, who preceded 
Ellis to the stand, did not comment 
specifically on the service station issue. 

Twice—last fall and again last 
March—Ellis recalled, the defense de- 
partment had announced a broad pro- 
gram to get the military out of the 
private enterprise field. Subsequent 
events, he declared, showed that the 
promise was far more than the ful- 
fillment where PX _ service stations 
were concerned. He reviewed corre- 
spondence with the Department end- 
ing on this note: The Department did 
not “consider the presence of service 
stations on military installations as 
being in direct competition with pri- 
vately-owned service stations.” 

Ellis did not argue the question of 
whether servicemen were receiving 
adequate compensation and conceded 
that some benefits are desirable in or- 
der to maintain a strong defense estab- 
lishment. 

“However, adequate compensation 
for military personnel is a problem 
for the entire country and is a burden 
that should be assumed by all tax- 
payers,” he pointed out. “It most cer- 
tainly is not in keeping with the 
principles of the free enterprise sys- 
tem and our system of government to 
ask that merchants and businessmen 
located near military installations sub- 
sidize military compensation deficen- 
cies by way of direct competition with 
their business.” 

What NOJC Found—tThen he pre- 
sented to the committee the results of 
the jobbers’ months-long, carefully- 
documented investigation. 

Army and Air Force PX-operated 
station sales of gasoline and related 
items totaled more than $23,480,000 
in 1952 and $23,900,000 in 1953, he 
said. This, approximately $47.5 mil- 
lion, he continued, does not include 
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sales in such stations operated by the 
Navy, Marine Corps and other serv- 
ice components. 

The area breakdown on those fig- 
ures was: 


Region 1952 1953 
Atlanta $ 5,335,081.20 $ 5,070,355.20 
Baltimore 4,591,877.00 5,187,527.00 
Chicago 3,957,339.00 3,643,750.28 
San Antonio 4,587,978.00 5 ,289,697.13 
San Francisco 5 ,009,826.91 4,806,432.89 

Total $23,482.102.11 $23,997,762.50 


Ellis submitted a specific list of 
more than 150 definite installations, 
complete with exact price figures and 
differential with the posted pump price 
in the vicinity. 

Out of this group, he chose the fol- 
lowing “horrible examples” of just 
how extreme the discrimination 
against the local independent petrole- 
um businessman could be: 

Florida—Tyndall Air Force Base, 
Panama City, has one post exchange 
filling station which sells gasoline 2 
to 3¢ gal. below local commercial 
stations. The station markets approxi- 
mately 80,000 to 100,000 gal. of gaso- 
line a month, and also sells items in 
proportion to this gasoline volume. 
In this instance a commercial, locally 
owned and operated gasoline station 
is located within 200 yards of the 
base and is closer to many officers 
and airmen stationed at Tyndall Field 
than is the post exchange gasoline 
station. In addition, more than 50 
commercial stations are located with- 
in a radius of 1 to 10 miles of the 
base. 

North Carolina—Camp Lejeune has 
four post exchange service stations 
currently being operated and there is 
an excellent possibility that a fifth will 
be installed in the near future. These 
post exchange stations are marketing 
regular and premium gasoline at 4¢ 
per gal. under the local commercial 
station price. It is estimated that the 
gallonage at these stations is approxi- 
mately 375,000 gal. per month. This 
represents about one-third of all the 
gasoline sold in the area immediately 
surrounding Camp Lejeune. 

These stations are maintaining a 
vigorous competition in the merchan- 
dising of tires, batteries, and acces- 
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sories. For example, AC sparkplugs 
cost local commercial stations 51¢ 
each, and carry a fair trade price of 
85¢. They are sold at exchange serv- 
ice stations for 45% ¢ each. A similar 
example is the Ford oil filter cartridge 
—this item costs commercial stations 
$1.07 and carries a retail list price of 
$1.92. The post exchange retails this 
item for 85¢. An Exide battery which 
lists for $21 at commercial stations 
sells for $16.85 at the PX. A Fire- 
stone 6.70-15 first-line tire lists at 
commercial stations at $22.60, plus 
taxes, whereas the same tire in the 
post exchange station sells for a total 
of $16.85, including federal excise 
tax, but not subject to the 3% state 
Sales tax. 

South Dakota — Ellsworth Air 
Force Base, Rapid City. Socony- 
Vacuum Oil Co. built the exchange 
at Ellsworth Field at a cost of $27,- 
500. There is a contract to supply this 
station at tank car price for a period 
of five years. The post exchange pays 
1¢ per gal., will pay the construction 
costs within five years. During one 
month in 1953 the gross sales in this 
station were $33,886.97; direct ex- 
pense charged was $30,383.88; leav- 
ing an operating profit of $3,503.09. 

Within a radius of a mile and a 
half of Ellsworth Field there are at 
least three commercial stations, all of 
which are fully equipped, located on 
the main highway leading from Ells- 
worth Field. 

Texas—At Carswell Air Force Base, 
Fort Worth, the PX service station 
markets premium and regular gaso- 
line at 24%2¢ under the posted com- 
mercial price and it is estimated that 
this station is marketing in excess of 
65,000 gal. of gasoline per month. At 
Randolph Field, San Antonio, the 
post exchange superservice station 
maintains 12 pumps and gasoline is 
sold at 242 to 3¢ per gal. below the 
local price. In 1952 this station had 
sales of approximately $330,000, and 
in 1953 of approximately $472,000. 


CPDA Hits Discounts 


To Consumer Groups 


The California Petroleum Distribu- 
tors Assn. sharply criticized supplier 
discounts to large consumer groups in 
a resolution adopted over the weekend 
at its mid-year meeting in San Fran- 
cisco. 

Granting of “unearned discounts or 
special concessions to any particular 
consumer groups” was condemned as 
“selfish, unjustifiable and unfair to the 
general consuming public.” 

CPDA voted to back the Oil Infor- 
mation Committee program. 
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Premium Ban Could Be Price Fixing 


Service station dealers may cut 
out premiums in Denver, but 36 
states would call it price fixing. 

Premiums are an evil, many 
oil men agree. As promotion de- 
vices they don’t pull enough vol- 
ume to pay their way. 

That’s both sides of the reaction of 
oil marketing officials and legal au- 
thorities to the move by the Petroleum 
Retailers Assn., Inc., Denver, to line 
up Denver station operators on a non- 
premium agreement. Gil Rusk, exec- 
utive director of the association asserts 
that Denver’s recent price war had no 
bearing on the agreement which was 
drafted before the price war started. 

The local price war ended on July 
14 after 11 days of price cutting 
among some 200 private brand sta- 
tions. During that period gasoline 
prices were cut to 13.9¢ (ex 8¢ state 
and federal tax) down 6¢ from pre- 
price war levels. 

Major brand stations did not join 
in the price war, holding regular grade 
prices at 21¢. But Frontier Petroleum 
Products, while holding to its 19.4¢ 
price for regular grade, came out with 
a weekly prize drawing for 10 cash 
awards of $100 each, to motorists reg- 
istering at Frontier stations. 

No-Premium Deal—Petroleum Re- 
tailers Assn., Inc., with about 500 
members, is asking 900 service station 
operators in the Denver metropolitan 
area to sign an agreement prohibiting 
issuance of trade stamps or other pre- 
miums. 

A penalty clause in the agreeement 
requires a violator to pay $10 to each 
of the other signers. “We mean busi- 
ness,” Rusk said. “The association will 
take court action of necessary to en- 
force the agreement. It will become ef- 
fective when 90% of the dealers in the 
area have signed. Target date is Aug. 
31.” 

Marketing officials elsewhere, when 
informed of the Denver agreement, 
say that any agreements as to price 
generally have been considered illegal. 
There is no question that premiums are 
a form of price reduction. 

Therefore, attempts to ban pre- 
miums by concerted action are for- 
bidden in interstate commerce. And 
state antitrust laws make them illegal 
in a number of the states. Canadian 
laws also forbid them. 

But oil attorneys point out that 
Colorado is one of the 10 states that 
has no counterpart of the Sherman 
antitrust law. Thus, on the theory that 
Denver dealers are not in interstate 


commerce, they may not be subject to 
federal antitrust action. 

Into Interstate Commerce—This is 
a debatable point however. It is con- 
ceivable that the definition of interstate 
commerce, often stretched in the past, 
could be stretched again. It is sug- 
gested that plausible arguments might 
be found, if desired, to link local gaso- 
line selling with the flow of interstate 
commerce. 

In states with counterparts of the 
Sherman antitrust law on the statute 
books, it seems clear that similar deal- 
er moves would be blocked. For ex- 
ample, in 1949, the state of Wisconsin 
brought suit against a Milwaukee as- 
sociation of dealers alleging efforts to 
maintain local gasoline prices. Al- 
though the dealers denied any agree- 
ment to fix prices, or even any inten- 
tion of taking concerted price action, 
the association was dissolved and the 
members fined. 

Whatever the legal blockades it is 
probable that dealer agitation against 
premiums will continue in one form or 
another. 

John Nerlinger, speaking for the 
National Congress of Petroleum Re- 
tailers, points out that various local 
and state associations have fought the 
practice by presenting economic and 
accounting analyses by way of educat- 
ing their members. 

“Committees speaking for NCPR,” 
says Nerlinger, “have adopted reports 
embodying such information and evi- 
dence at our national conventions. Few 
business practices are so generally con- 
demned by responsible association 
leaders, as a detriment to both retailers 
and the public, as the practice of giv- 
ing premiums and trade stamps with 
the sale of gasoline.” 

But on a national basis, Nerlinger 
says, NCPR has not adopted any par- 
ticular method for dealing with the 
problem other than the presentation of 
accounting studies and economic facts. 


Indiana Standard Builds 


North Dakota Terminal 


Standard Oil Co. (Indiana) will 
serve 140 bulk plants from its new 
distribution terminal now under con- 
struction at a 20-acre piot on U.S. 
Highway 10 near Jamestown, N.D. 

The bulk plants are located in a 
100-mile wide strip extending from the 
Canadian border through North 
Dakota to a line 50 miles into South 
Dakota. Indiana Standard expects the 
terminal to be in operation by Nov. 1. 
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Pure Oil Purchases 


Globe Refinery 


The Pure Oil Co. has purchased all 
the refining facilities Of Globe Oil & 
Refining Co. at Lemont, IIl., accord- 
ing to Rawleigh Warner, chairman of 
the board for Pure, and I. A. O. 
Shaughnessey, president of Globe. 
Pure said the purchase of 47,000 b/d 
plant was made “to meet growing 
marketing needs in the central Middle 
West.” 

The acquisition, to be effective on 
or about Aug. 1, brings Pure’s total 
refining capacity to 170,000 b/d. None 
of Globe’s marketing facilities were 
involved in the transaction and ar- 
rangements have been made for Pure 
to process crude for Globe. 

The purchase gives Pure consider- 
able added operating flexibility be- 
cause of the plant’s location on 
navigable river and adjacency to the 
Great Lakes. Pure also is a shipper 
in Badger Pipeline, the new products 
line now being built between Chicago 
and Madison, Wis. 

Globe plant is located approxi- 
mately 30 miles southwest of Chicago 
and the company’s home office. The 
Major diameter crude lines bring oil 
to the refinery from Illinois, Texas, 
Oklahoma, Colorado, Wyoming and 
Nebraska. 


OWIU-Chemical Merger 


Moves a Step Nearer 


Merger of the Oil Workers Interna- 
tional Union (CIO) and the Gas, Coke 
and Chemical Workers (also CIO) 
moved closer to consummation this 
week. Rank-and-file committees of the 
two unions were summoned to meet 
Aug. 9 in Washington to make a rec- 
ommendation. 

The Washington conference follows 
a series of meetings between officers 
and board members of the two unions 
in recent months. If the committees 
approve the merger, a proposal would 
be submitted to respective union con- 
ventions. 

OWIU claims to represent 130,000 
oil workers while the chemical union 
claims 70,000 members. 

The merger between OWIU and 
GCCW has the backing of CIO Presi- 
dent Walter Ruether and has the favor 
of both union presidents —O. A. 
Knight of OWIU and Elwood D. 
Swisher of GCCW. 

If the merger goes through, it may 
pick up the lagging move to unite 
OWIU, independent oil unions and 
other chemical groups. 








Warren Charged in LP-Gas Sales 


In an action similar to the 
well-known “Detroit Case,” the 
Federal Trade Commission 
has charged Warren Petroleum 
Corp. with unlawful pricing prac- 
tices in liquefied petroleum gas 
sales. 

These points lie at the center of 
FTC’s charges: 

—That Warren in its LP-gas sales, 
has practiced price discrimination by 
granting special price discounts to 
certain purchasers it classified as 
wholesalers but who are, in effect, 
retailers. 

—That Warren has sold LP-gas “at 
unreasonably low prices in Lake Vil- 
lage, Ark., area in an effort to destroy 
its competition. 

The first count of the complaint 
also includes as defendants the Butane 
Wholesale Gas Co. of Little Rock, 
Ark., and Zero LP-Gas Co. of Lake 
Village. FTC said Warren owns 51% 
of the capital stock in Butane Whole- 
sale which, in turn, operates Zero as a 
wholly-owned subsidiary. Thus, the 
complaint says, Zero’s business policies 
are subject to control by Butane 
Wholesale and Warren. 

The companies are given 20 days 
in which to file answers to the com- 
plaints. The first hearing is scheduled 
Sept. 21 in Tulsa before an FTC 
hearing examiner. 

The FTC complaint charges that 
Warren, one of the largest U. S. mar- 
keters of LP-gas, has given “special 
discounts” to certain purchasers 
amounting to 0.25¢ or 0.5¢ per gal., 
depending on the season in which the 
products were sold. 

These discounts, the federal men 
say, were given “to customers who 
were operating wholesale and retail 
business in competition with other re- 
tailers who paid Warren higher prices.” 

It was this point that formed the 
basis for FTC’s charge of discrim-- 
natory pricing, because the law re- 
quires that the seller must set the same 
price for buyers of the same category 
(such as retailers) who are in com- 
petition with each other. The only 
exceptions are when a lower price can 
be cost justified on the basis of volume 
or when the seller can show he acted 
in good faith in reducing the price to 
certain customers to keep from losing 
those customers to his competitors. 

The gist of the price discrimination 
complaint is the contention that certain 
wholesalers to whom Warren sold were 
companies owned or controlled by 
Warren and that such an arrange- 
ment amounted to direct wholesale and 
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retail selling by Warren at prices below 
those granted to other buyers. 

Wholesale Discount — The docu- 
ment charges that to the extent that 
LP-gas sold by Warren to so-called 
wholesalers “is diverted by such pur- 
chasers from their regular wholesale 
trade to the businesses of their own 
and controlled retail outlets for re- 
sale,” these sales by Warren actually 
are made to retailers at a price lower 
by the amount of the wholesale dis- 
count than the price to other retail 
customers. Accordingly, the com- 
plaint alleges that Warren discrimi- 
nates by price among different com- 
peting purchasers of LP-gas. 

These discriminations, according to 
the charge, have in some past instances 
been sufficient to divert substantial 
business to Warren from its com- 
petitors. The complaint alleges fur- 
ther that the discriminations are 
‘nough to do the same in the future. 

Thus, says FTC, there is a “reason- 
able probability” that the effect of 
the discriminations “may be substan- 
tially to lessen competition” in the 
lines of commerce in which Warren 
and its customers are engaged. The 
complaint adds that these practices 
“also have a dangerous tendency un- 
duly to hinder competition and create 
a monopoly,” not only as to existing 
competitors but also as to potential 
competitors. 





Whitman Wins Patent Fight 


Judgment for $245,168.55 against 
Universal Oil Products Co. has been 
awarded William Whitman Co. in a 
suit over patent dealings between UOP 
and the old National Refining Co. in 
the late 1930’s (see March 14, 1951, 
p. 28). 

The Whitman organization, an Ohio 
corporation, is a successor to National 
Refining and has been in process of 
liquidation several years. 

It contended National Refining was 
wronged when it signed up for UOP 
cracking patent licensing and trans- 
ferred certain patents of its own to 
UOP under alleged duress of a patent 
infringement suit. 


Oil Gets SBA Loans 


Small Business Administration has 
approved its first loans for oil, gas and 
related firms. A $50,000 loan went to 
Thompson & Palumbo Iron Works of 
Sulphur, La., for oil field repair work, 
refinery contracting and fabrication. 
Douglas Oil Co., Pecos, Tex., oil job- 
ber, got a $100,000 loan. 
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The Question: 

Was the Industry Pushed 
Into Overbuilding 
Refineries Or Did 

it Fall? 


Bruce K. Brown’s Answer @ @ 








Mounting Surpluses Cause 
Wave of Refinery Cutbacks 


® Cutbacks of refinery runs jumped 
to the highest point of the post- 
Korean war period last week with a 
series of announcements by large 
and small refiners. 

Cutbacks included: Esso Standard, 
35,000 b/d (about 5% of its 700,- 
000 b/d throughout at two refin- 
eries); Indiana Standard, 20,000 to 
30,000 b/d (about 6 to 8.5%); Sin- 
clair, 20,000 b/d, including previous 
cutback of 10,000 b/d (about 5%); 
Phillips, 35,000 b/d (for the past six 
months); Pan-American Southern, 
10%, and Pure, 7%. Humble said 
it will cut runs. The Texas Co. said 
its runs were “somewhat less.” So- 
cony-Vacuum reported its runs have 
been “lower” during the past six 
months. The latest succession of cut- 
backs came as rising inventories put 
more 


stress on the price structure. 


For market 
page 56. 


and price news, see 


The cutbacks coincided with an 
API weekly 


ending July 9 showing an increase of 


report for the week 
116,000 b/d in crude runs to stills. 
About a dozen large and small 
refiners in the Gulf Coast area re- 
ported their crude runs as being 
“substantially” under what they were 
a year ago. They said their reduc- 
tions were made several months ago. 
Only Esso Standard and Humble 
Oil reported new reductions. 
Refiners in Mid-Continent said 


they have not made any large cuts. 
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NPN EXCLUSIVE 





..1t Was Some Of Both 


Oil industry leaders, increasingly disturbed by the mounting oil 
stocks and the need for slashing refinery throughout, are asking: 
Who is responsible for the apparent surplus of refining capacity— 


government or industry? 


One leader who has examined the situation carefully is Bruce K. 


Brown, president of Pan-Am 
Southern Corp. He posed this 
question for a study. “The Do- 
mestic Petroleum Refining In- 
dustry—Did It Fall Into The Pit 
of Over-building, Or Was It 
Pushed?” 

Mr. Brown believes there is 
no pat answer but thinks that 
overbuilding was caused by some 
of both. For the full answer, a 
reading of Mr. Brown’s statement 
is recommended. 





See story on refinery cutbacks 
in first column. See page 56 for 
latest market news. 





The following is the text of a 
statement by Bruce K. Brown 
given exclusively to NPN: 

In recent months a surplus of 
refined products has caused a 
weakening in product prices. 
This has, in turn, created a gen- 
erally unsatisfactory economic 
situation for petroleum refiners. 
There is no doubt that the ca- 
pacity of United States refineries 
to turn out refined petroleum 
products exceeds the current de- 
mand. 

For that matter, the same situation 
appears to prevail on a world-wide 
basis. One of the most popular diag- 
noses of the economic illness besetting 
the industry has been voiced by oil 
men who say:—‘‘Well, the government 
asked us to expand refining capacity 
because of defense needs and we 
did it.’’ 

Because I was the Deputy Admin- 
istrator of PAD who made the request 
of the refining industry, I naturaily 
have a deep interest in the discussion 
of whether governmental encourage- 
ment of over-building is the root of 
the present difficulty. Since the topic 
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is being so widely discussed, it has 
occurred to me that I may be of some 
service by recalling some recent his- 
tory in perspective and, perhaps, shed- 
ding a little new light on the subject. 


Briefly, so an impatient reader 
will not be deceived, I will con- 
cede in advance that I am of the 
opinion that the request made by 
government did stimulate refinery 
building, and I will admit that I 
do not have any ready remedy to 
suggest to avoid future product 
surpluses, 

Nevertheless, I hope that petroleum 
refiners will find it of interest and 
benefit to read through to the end. 
A review of the history recited may 
help someone else evolve a_ helpful 
plan. Also, as I shall point out at the 
end, the problem is not a temporary 
one. 

1,000,000 b/d Target—Early in the 
defense program the PAD did urge 
that basic petroleum refining capacity 
in the United States be expanded. The 
first target was to increase capacity by 
one million barrels a day. This in- 
crease was to be accomplished over 
a three-year period, i.e., 1951, 1952 
and 1953. The recommendation was 
based on a forecast of future demand 
related to then-available refining ca- 
pacity. The increased demand did de- 
velop, as forecast. The refining indus- 
try did achieve the goal set for it. 
The Korean war was fought. 

However, no refiner would aver that 
the government actually “twisted his 
arm” and made him install basic refin- 
ing capacity against his better judg- 
ment. The strongest compulsion used 
was to offer refiners the option of 
claiming depreciation (for tax pur- 
poses against profits) on part of the 
new investment at annual rates ap- 
proximately double those usually ac- 
cepted by the Treasury Department 
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Bruce K. Brown is well qualified to discuss the 
question of over-expanded refining capacity. He 
is a top industry leader: president of Pan-Am 
Southern. He understands the government posi- 
tion: He was deputy administrator of the Petro- 
leum Administration for Defense during the 
Korean War—when the large-scale expansion 
program got going. 

Mr. Brown has made a penetrating study of a 
problem which affects almost everyone in the 
industry from corporation head to retail operator. 

Mr. Brown joined indiana Standard in 1929, 
and served as deputy administrator of PAW dur- 
ing World War li and in 1947 was named presi- 
dent of Pan-Am Southern, an affiliate of indiana 
Standard. 

















THE INDUSTRY 


for refining equipment. This induce- 
ment device was included in the 1950 
Revenue Act (as it had been in the 
Revenue Acts applying during World 
War II) and is referred to as “ac- 
celerated tax amortization.” The press 
usually calls it “fast tax write-offs.” 
But before we delve into the subject 
of inducements by government, let us 
look at the history of the expansion of 
petroleum refining in the last ten 
years. 


EXPANSION HISTORY 


Practically no expansion of basic 
refining capacity occurred during 
World War II. Two new refineries 
having a then-capacity of 100,000 b/d 
were constructed but little else was 
done to increase crude runs. A billion 
dollars was spent on special aviation 
gasoline facilities and about a billion 
dollars on equipment to make syn- 
thetic rubber raw materials and petro- 
chemicals. At the end of 1945 (shortly 
after*V-J day”) our national refining 
capacity was 5,260,000 barrels per 
day. What has happened since is shown 
im the table below. The figures for 
1945-50 were obtained from a release 
of the Petroleum Administration for 
Defense (PAD #55, April 4, 1951). 
The figures for the later years are 





from “Facts About Oil” as published 
by the American Petroleum Institute 
in May, 1954. 


. 


Increase in Capacity (B/D) 


Refining Capacity 
(B/D) at Year End 


Capacity Year 

5,260,000 1946 

5,475,000 1947 

5,940,000 1948 400,000 

6,340,000 1949 260,000 

6,600,000 1950 300,000 

6,900,000 
(Total expansion over five years 1,640,000) 
(Average yearly expansion for five years 328,000) 
1951 7,332,885 1951 32,885 5.9 
1952 7,638,661 1952 305, 4.0 
1953 8,079,661 1953 d 5.4 
(Total expansion over three years 1,179,661) 
(Average yearly expansion for three years 393,220) 


Capacity 


215,000 
465,000 


The tabulation shows that in the 
approximately five-year period be- 
tween the end of World War II and 
the effective starting date of a new 
“defense program” (a few months af- 
ter the Communist invasion of Korea), 
the domestic refining industry in- 
creased its capacity by 1,640,000 b/d. 
This was an average of 328,000 b/d 
per year. In the three defense pro- 
gram years ending December 31, 
1953 the industry accomplished a fur- 
ther expansion of 1,179,000 b/d. This 
is an average of 393,220 b/d per year. 

From these figures an unfriendly 
observer could well remark that 


“THE INDUSTRY overshot the origi- 
nal goal by almost 20%” 


“peace or war—the industry is just 
doing what comes naturally.” An ex- 
pansionist industry in an expansionist 
economy is expanding. It expands in 
peace time and it expands when war 
threatens. The same critic might go so 
far as to belittle the efforts of govern- 
ment to induce industry to expand— 
saying—‘“the figures prove that it 
would have happened anyway.” 

Original Goals—The whole situa- 
tion presents an interesting anomaly. 
It has been suggested that the present 
products surplus is due to over-en- 
couragement by government during 
1950-53 to expand facilities. How- 
ever, the figures alone don’t demon- 
strate that the government accom- 
plished very much; because the rate of 
increase during the “defense pro- 
gram” is about what it had been be- 
fore. The original goals for the ex- 
pansion of basic refining capacity, as 
distinguished from the needed expan- 
sion of aviation gasoline manufactur- 
ing capacity, at the start of the 
defense program under the Defense 
Production Act of 1950 were an- 
nounced to the industry in a speech 
given by me before the Western Pe- 
troleum Refiners Association at San 
Antonio, Texas on April 4, 1951. 

After reviewing the refining expan- 
sion that had occurred since the close 
of World War II (which, I pointed 
out, had averaged about 300,000 bar- 
rels per day per year over five years), 
I said: 


“In recent months at least, the 
presently installed refining capac- 
ity of United States refineries has 


been pressed to supply the de- 
mand for products.” 
* * od 

“It is obviously ‘time’ to build some 
more refining capacity. After evaluat- 
ing the upward trend of ordinary 
peacetime civilian demand plus the 
anticipated impacts of mobilization 
(not war) demand for military prod- 
ucts the Petroleum Administration for 
Defense has reached the conclusion 
that unless approximately 700,000 
barrels a day of new capacity is added 
to the nation’s productive capacity by 
the end of 1952 the public may again 
be plagued with product shortages of 
the type that threatened in the im- 
mediate postwar period. This is a most 
conservative estimate and allows noth- 
ing for the possible impacts of actual 
war—either from the standpoint of 
increased demand nor from the stand- 
point of losses by sabotage or enemy 
action anywhere in the allied world. 
Nor will it be possible to stop 
building after 1952. Peace or war, 
building will have to continue. By the 
end of 1953 the figure should exceed 
a million barrels a day. By the end of 
1956, it should exceed 1,600,000 bar- 
rels a day.” 

The three-year period for 
which the million-barrel goal was 
set expired last December 31 and 
as the figures previously cited 
have indicated, the industry over- 
shot the original goal by almost 


twenty per cent. 











However, in February, 1952 a new 
goal for basic refining expansion was 
announced (PAD release 259, Febru- 
ary 20). The release stated that suffi- 
cient basic refining expansion projects 
had cleared PAD and had been recom- 
mended for certificates of accelerated 
tax amortization so that no more ap- 
plications were being processed. How- 
ever, the announcement added: 

“Recently, however, PAD submit- 
ted a revised petroleum industry ex- 
pansion program for Defense Produc- 
tion Administration approval that 
calls for stepping up the rate of basic 
refinery expansion to a yearly rate of 
475,000 barrels per day (instead of 
330,000 barrels per day) in the last 
half of 1952 and all of 1953.” 

The statement added that if the re- 
vised program was approved by 
DPA, the Petroleum Administration 
for Defense would resume processing 
of applications for certificates for ac- 
celerated tax amortization for addi- 
tional basic refining facilities. 

The Defense Production Adminis- 
tration acted in March 26, 1952, giv- 
ing approval in the following words: 











“I DOUBT that as much would have 
been built (without tax writeoff)” 


“Construction of basic crude oil 
refining capacity at the rate of 250,- 
000 barrels per day during the last 
half of 1952 and 500,000 barrels per 
day in 1953, thereby bringing total 
refining capacity to just under eight 
million barrels daily as of the end of 
1953.” 


THE BIG QUESTION 


It is interesting indeed to note from 
the figures previously cited that the 
domestic industry did achieve almost 
exactly the refining capacity specified 
by DPA at the end of 1953. 


The question for consideration 
is whether the government’s plea 
for increased basic refining ca- 
pacity was effective or whether 
the increase would have occurred 
anyway even if no appeal had 
been made and no inducement 
offered. 

In my view, the government has 
been, to some important degree, al- 
though not principally, responsible for 
the increase in refining capacity since 
the beginning of the Korean war. It 
offered a real incentive for expansion 
when it offered accelerated tax amor- 
tization in a time of high corporate 


taxes for all refiners and excess profit 
tax considerations for many refiners. 

In setting the pattern for govern- 
ment aid to the needed expansion, the 
WPRA was told in April 1951: 

“Noting the past history of refinery 
expansion, we observed that so long 
as the industry had the market-expec- 
tancy and the expectancy of being 
able to recapture the funds invested 
in the form of a reasonable ‘pay-out’ 
on its investment it had, in the past, 
always attended to its own problems 
and met its own responsibility to the 
public. So long as the necessary basic 
refining capacity is constructed by 
private enterprise with its own money 
and its own legitimate borrowing ca- 
pacity or credit, we can count on 
usual business prudence being exer- 
cised by such enterprises.” 


* * * 


“However, we recognized that the 
necessary higher income taxes levied 
on corporations as the result of the 
mobilization effort might drastically 
reduce, or even eliminate, hope of se- 
curing enough net tax-free revenue to 
recoup the cost of a refining unit (i.e., 
get a ‘pay-out’) within a reasonable 
period of years. For this reason, PAD 
in the first months of its operation has 
recommended to the Defense Produc- 
tion Administration that certificates 
issue permitting the acceleration of 
the acceleration of the normal period 
of depreciation of the cost of new 
refining equipment—say 12 years—to 
the five-year period permitted under 
the law. These recommendations, 
which have been uniformly accepted 
by DPA, have been for amounts less 
than 100% of the cost of the new 
equipment. In the case of basic refin- 
ing equipment, a figure of 75% has 
been used.” 

Disagreement in Washington— So 
much for the open invitation given to 
the refining industry to expand. Be- 
hind the scenes in official Washington 
there was, as usual, some disagree- 
ment. Actually there was a widespread 
difference of opinion in Washington 
in the spring of 1951 concerning the 
propriety of, yes—even the signifi- 
cance of—the granting of accelerated 
tax amortization to induce private 
industry to build basic refining facili- 
ties, as distinguished from “war prod- 
uct capacity” such as avgas equip- 
ment. While the “men from industry” 
drafted into government to spur on the 
defense production program generally 
favored the plan, a large number of 
permanent government employees 
were Opposed and fought it as much 
as they dared. 

The PAD has its difficulties in 
putting its program into effect 
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within government because its 

policy was under continuous criti- 

cism by the “defense production 
staff” of the Secretary of the 

Interior. 

The Deputy Administrator’s speech 
to the WPRA naturally came to the 
attention of this group and they seized 
upon some of the data given in it as 
an argument against the necessity of 
offering the tax incentive to the re- 
finers. In a letter to the Deputy Ad- 
ministrator commenting on the speech, 
the Secretary’s staff experts referred 
to the data which had been given the 
WPRA showing that over the five- 
year period refining capacity had in- 
creased at the rate of about 300,000 
barrels per day per year, and said: 

“It is not clear that industry needs 
the high degree of incentive repre- 
sented by the present high levels of 
accelerated tax amortization.” 

* * * 


“It would seem that the 1 million 
barrel expansion contemplated in the 
next three years is not far out of line 
with past experience. Might we not 
have anticipated that a very substantial 
portion of this expansion program 
would have proceeded under normal 
circumstances?” 

In reply we said:— 

“You strike at the very heart of the 
matter . . . we are not living under 





“THERE IS still a question as to 
whether it is seriously ‘overbuilt’ ” 
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‘normal circumstances,’ but under an 

approximate 77% corporate tax rate. 

What the speech said was averages 

are always deceptive. Here is the real 

record as revealed in the speech and 

the reasons:— 

Increased b/d Reason 

Last Half 1945 10,000 War and material short- 
ages 

Future uncertain and rel- 

ative surpluses 

1947 465,000 Boom-good profits, good 

1948 400,000 capital formation 

1949 260,000 Slump hit refining busi- 


ness in October 1948 
First Half 1950 150,000 


Industry Cancellations—The drop in 
1949 reflected directly the unsatisfac- 
tory economic situation of the refining 
industry. Commencing in October 
1948 and continuing until about 
February or March 1949, units of the 
refining industry canceled more than 
$100,000,000.00 and probably $200,- 
000,000.00 worth of-construction proj- 
ects for the simple reason that they 
could not see a pay-out ahead.” 

“Your memorandum puts the finger 
right on the point—namely, that the 
refining industry cannot build refining 
capacity except to the extent that it 
can form capital, and it cannot form 
new capital to any considerable degree 
under the present tax structure. It 
cannot get a ‘pay-out’ on an invest- 
ment.” : 


1946 215,000 


Speaking from the van- 
lage point of over three 
years later, I believe that 
time has substantiaed the 
point expressed to the staff 
of the Secretary of the In- 
terior in the spring of 1951. 

It appears that the availabil- 

ity of accelerated tax amor- 

tization did provide a real 
stimulus for the building of 
basic refining equipment. 

Certainly a lot of equipment 

would have been built with- 

out that stimulus, but I 

doubt that as much would 

have been built—possibly 
not more than half as much. 

It will be understood that I am 
referring to the refining equipment 
used to make ordinary products. In 
the case of aviation products the 
stimulant provided by the industry's 
keen sense of responsibility for mili- 
tary supply was probably more effec- 
tive than temporary tax benefit of- 
fered. Indeed the refiners knew that 
a Korean peace could bring an over- 
production of avgas. 


On the other hand, a 
conclusion that the current 
over-supply of ordinary 
petroleum products is due 
to the tax stimulant offered 
by the government would 
reflect more on the wisdom 


of business than the wisdom 
of government and I don’t 
think such a conclusion is 
justifiable. The refiners do 
know that the availability 
of accelerated tax amor- 
tization is not a reason, in 
itself, for building indus- 
trial capacity. The propri- 
etor of a business must 
have a belief that he can 
sell the products from the 
increased capacity—and at 
a profit—before the tax 
incentive takes hold. 


In other words, the pronounced 
business expansion that grew out of 
or at least accompanied the Korean 
defense boom must be one important 
reason for the refining expansion of 
the past few years. 


No amount of incentive 
consisting solely of a per- 
mission to postpone the 
payment of part of the 
corporate income tax that 
must be paid eventually 


anyway (if the business is 
a profitable one) could pos- 
sibly induce a refiner to 
build equipment he didn’t 
think he could use at a 
profit. 


I am of the opinion that the tax 
amortization incentive did what it was 
intended to—namely, it put the refiners 
back in a “pre-Korea” position—.e., 
one in which they could build the 
basic refinery equipment that they 
thought would be useful to them and 
profitable for them with the possibility 
of a “pay-out” approximately as good 
as they used to get before taxes be- 
came so severe. 

Is It Overbuilt?—There is still a 
question as to whether the industry is 
seriously “overbuilt.”. There may be 
some genuine new economic influence 
(other than “boom pychology”) that 
forces refiners to run their equipment 
with less “down time” than during the 
era between the end of World War II 
and the start of the Korean war-—but, 
unless there is such a factor, a large 
part of the current difficulty with sur- 
plus products can be attributed to 
plain old overexuberance and inatten- 
tion to the laws of supply and demand. 


FUTURE TROUBLE 


One final point, and then I am 
through. As I have said—if the ac- 
celerated amortization tax incentive 
offered by government to stimulate the 
building of basic refining equipment 
(and it is still in effect as of the present 
writing) is such a temptation to refin- 
ers as to cause them to act unwisely 
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“SUBSTANTIALLY as big a tax con- 
cession (is being written into law)” 


insofar as their own interests (and 
industry-wide interests) are concerned, 
then we are due for more trouble in 
the future. The old pre-Eisenhower 
administration tax policy was to per- 
mit “fast tax write-offs” only with 
respect to such new industrial facilities 
as governmental authorities would 
would certify were essential to the 
defense (or war) program. 

As this is written, the new revenue 
bill is in conference between the 
Senate and the House and has not 
been submitted to the President. 


However, unless some 
miracle occurs, that bill, 
passed with bipartisan sup- 
port, will write “fast tax 
write-offs” into the organic 
revenue law. 


Under the provisions of the bill, no 
certificate of essentiality by any gov- 
ernmental agency is required. The 
principle can be applied, at the option 
of the tax payers, in all industries. 

Under the “declining balance meth- 
od” of depreciating new equipment 
for tax purposes roughly two-thirds of 
the value can be written off in the 
first half of the depreciation period. 
Assuming a normal life of ten years 
for say—a catalytic cracking unit— 
a refiner chosing the declining balance 
method of depreciation can write off 
two-thirds of the cost of all new re- 
fining equipment over five years. That 
is about three quarters as great a tax 
concession as refiners have received 
on equipment built and building since 
1951. And the “other incentive,” that 
is, the urge to be able to fuel a major 
war is still with us. Crude producing 
capacity and refining capacity have 
not risen to that level. 
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The Deep Rock Sale: What it Means 


Youthful Bill Garbade made another bold move last week. It was 
the latest in a series of moves since he became president of Deep Rock 
Oil Corp. in 1948 to strengthen the company’s financial structure. 


Deep Rock’s board, said Garbade, has accepted the offer of General 


American Oil Co. of Texas to 
purchase for $27 million most 
of Deep Rock’s producing leases 
and royalties, refinery, crude oil 
pipe line and what little remains 
of the physical marketing prop- 
erties. Final approval is expected 
at a Sept. 7 stockholders’ meet- 
ing in Tulsa. 

This is what that will mean: 

© Deep Rock will gain new financial 
reserves of $27 million when the trans- 
action is completed, probably next fall. 

e With this additional capital, Deep 
Rock expects to be able to pursue a 
more aggressive policy in searching for 
crude and marketing of refined prod- 
ucts. 

e Deep Rock will continue to oper- 
ate as a separate integrated supplying 
company. It will lease back the refin- 
ing, pipe line and marketing properties 
for eight years at an annual rental of 
$250,000. 

e General American will continue 
to function as an exploring and pro- 
ducing company. It has no intention 
of entering petroleum marketing. 

@ Marketing and refining opera- 
tions will not be affected by the deal, 
said Deep Rock. The company will 
continue as an integrated company in 
the oil and gas business. 

Financial Details—General Ameri- 
can will pay $22,000,000 plus 100,000 
shares of its common stock which, 
based on its recent market price of 
$50 per share, gives it a total value of 
$5,000,000. Income taxes will amount 
to about $2,500,000. 

Deep Rock will have a “preferential 
right” to buy back the properties at 
the same price offered to General 
American “by any boma fide prospec- 
tive purchaser.” 

Properties being sold to General 
American include: 

—Most of Deep Rock’s producing 
wells and royalties in Oklahoma, Kan- 
sas, Texas and Illinois. The company’s 
crude production last year amounted 
to 3,305,000 bbl. 

—Deep Rock’s 18,000-b/d fluid 
catalytic cracking refinery at Cushing, 
which was modernized in 1950 at a 
cost of between $3,000,000 and $4,- 
000,000. 

A pipe line gathering system, all 
within a 70-mile radius of Cushing, 
which last year transported 6,225,000 
bbl. of crude. 


W. H. GARBADE 
Another Step Forward 


—vVarious vacant lots scattered 
about Deep Rock’s marketing area 
which were being held for possible 
service station construction. 

Deep Rock will retain possession of 
all the wildcat acreage it believes has 
geological merit and, according to Bill 
Garbade, “shall continue our efforts 
to discover new oil and gas fields 
through our exploratory activities.” 

The company also will retain its in- 
terest in the Hugoton Plains Gas and 
Oil Co., the American Independent 
Oil Co., the Many Islands gas field in 
Alberta, Canada, and the recently ac- 
quired F. Kirk Johnson producing 
leases in Coke County, Texas. 

Also to be retained are all of Deep 
Rock’s current assets, such as accounts 
receivable, inventories and cash. 


MARKETING DETAILS 


Virtually no marketing properties 
were involved because four years ago 
Deep Rock embarked upon a new 
policy of distributing along the route 
of the Great Lakes Pipe Line Co. ex- 
clusively through Independent jobbers. 

All of its bulk plants and service 
stations were sold to existing jobbers 
or to Deep Rock employes who then 
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became Independent distributors. One 
of these was B. L. Majewski, who for 
many years had served as Deep Rock’s 
marketing vice president in Chicago. 

Majewski’s Company—When Deep 
Rock moved the marketing headquar- 
ters to Tulsa as a phase of its new pro- 
gram, Majewski left as vice president 
and formed the Great American Oil 
Co. in Chicago as a distributor of 
Deep Rock products. He remained, 
however, as a member of the board. 

No terminals are involved in the 
current sale since Deep Rock’s general 
distribution is through terminals of 
the Great Lakes Pipe Line Co. 

Since disposing of its marketing 
properties four years ago, Deep Rock 
has constructed a number of large 
“Short Stop” stations which are not in- 
volved in the General American trans- 
action. They are owned by outsiders 
and leased back to the company. 

Garbade, in declaring that Deep 
Rock would be an even more aggres- 
sive marketer than in the past, indi- 
cated that the company would con- 
tinue to construct Short Stop stations 
on some of the vacant properties sold 
to General American. 

Deep Rock already has assured its 
jobbers in Oklahoma, Kansas, Ne- 
braska, the Dakotas, Minnesota, lowa, 
Wisconsin and northern Illinois that 
their position will be strengthened. 

In a letter to all jobbers, Ralph 
Heuring, jobber sales manager, said: 

“This action (sale to General Amer- 
ican) in no way affects our marketing 
and refining operations. Deep Rock 
will continue to operate as an inte- 
grated company in the oil and gas 
business. 

“With its strengthened position, 
Deep Rock anticipates expanding its 
sales operations and we will continue 
to serve you in the future as we have 
in the past with no change in policies 
or personnel.” 


FINANCIAL POSITION 


Garbade’s statement to stockholders 
also emphasized that Deep Rock, in 
an improved financial position, would 
continue to function as an integrated 
company. 

“It is the intention of the company 
to continue in the oil and gas business 
and to utilize the cash made available 
for acquisition and development of oil 
and gas properties similar to those 
being retained,” he said. 

Unmentioned pubjicly, but certainly 
indicated, was the belief by Deep Rock 
executives that the influx of new 
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THE INDUSTRY 


money would enable the company to 
improve its earnings position. This 
becomes particularly obvious in view 
of Garbade’s statement that explora- 
tion and production activities would 
be intensified. 

The company’s recent net earnings 
and net per share of common stock 
are: 

1946—$1,879,000 and $4.70. 

1947—$2,574,000 and $6.45. 

1948—$3,052,000 and $7.64. 
1949-—$1,815,000 and $4.54. 
1950—$2,980,000 and $7.46. 
1951—$2,241,000 and $4.99. 
1952—$904,000 and $2.01. (Cush- 
ing plant closed several weeks by 
strike of refinery workers). 
1953—$1,531,000 and $3.26. 

When Garbade, now 44, became 
president in Jan., 1948, his big job 
was to improve Deep Rock’s financial 
structure, which had been shaky. 

Garbade was lured away from Shell 
Oil Co., where, as a “bright young 
boy,” he had risen in 15 years to as- 
sistant secretary and assistant treas- 
urer. He took to Deep Rock wide ex- 
perience in several different branches 
of Shell and also had participated in 
the reorganization of Shell’s distribu- 
tion system in western Europe in 1946 
immediately after the war. 

When Garbade stepped into Deep 
Rock, the company found itself facing 
a cross-roads. Confronting it were 
these serious questions: 

—Should it continue in refining and 
marketing or confine its activities to 
production, since many of the facili- 
ties were run down? 

—Should it sell the obsolete Cush- 
ing refinery for scrap, or should it 
expend the $3,000,000 to $4,000,000 
necessary to modernize the plant? 

—Should the company attempt to 
continue operations as an integrated 
unit at all? 

Carthaus Recommendations — To 
find the answer to these questions, 
Garbade decided that an exhaustive 
economic study was needed. As chair- 
man of the study committee he named 
W. J. Carthaus, then vice president of 
the manufacturing and research divi- 
sion, who left Deep Rock early this 
year to become president of the newly 
formed Great Northern Oil Co. which 
is erecting a new refinery at St. Paul, 
Minn. 

The Carthaus committee spent a 
year studying what Deep Rock had 
done during the previous 30 years and 
what it should do in the future. In 
Garbade’s words, it made “a com- 
plete economic analysis of what made 
the company tick.” 

After completing its study, the Car- 
thaus committee recommended that the 
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Cushing refinery be modernized and 
that Deep Rock draw in its marketing 
territory by eliminating some areas as 
a more economic means of distribu- 
tion. 

“It was a bold proposal,” Garbade 
observed. “It came at a time when 
business was falling off generally and 
the country appeared headed by an 
economic slump. But the board of di- 
rectors supported the committee’s 
recommendations and we decided to 
go ahead. 

“We decided to throw out all our 
marketing in Oklahoma except within 
a 75-mile radius of Cushing. We de- 
cided to pull out of southern Illinois, 
Indiana, Arkansas and Missouri and 
to carve out an economic marketing 
territory 100% in the Great Lakes 
Pipe Line Co. path and move all our 
products through the pipe line. We 
disposed of our entire fleet of 500 
tank cars. 


“We came to the conclusion we 
could put untold millions into modern- 
izing our marketing facilities and still 
not do a job we would consider satis- 
factory,” Garbade said. “Recognizing 
this, and the fact that our territory is 
primarily in the comparatively sparsely 
populated corn belt, we thought it 
would be wise to sponsor a program 
to introduce private capital into the 
enterprise. We felt that in an agricul- 
tural area, particularly, an Independ- 
ent businessman generally can do a 
lower cost and more efficient market- 
ing job than an integrated company.” 

Changes—The result of 
this thinking was Deep Rock’s widely- 
hailed jobber program. Marketing 
properties formerly owned by the 
company were sold to the commission 
agents who had operated them and 
Deep Rock was able to avoid the tre- 
mendous expense of modernizing the 
far-flung facilities. 


Court Issues Phillips Gas Order 


The United States Supreme . 


Court this week issued the man- 
date which puts into effect its 
June 7 decision in the Phillips 
natural gas fight. 

The mandate closes the door on all 
further petitions for delays or rehear- 
ings. The court’s action affirmed the 
appellate court decision requiring the 
Federal Power Commission to hold 
jurisdiction over natural gas producers 
who sell to interstate pipe lines. 

Last Friday Supreme Court Justice 
Sherman Minton denied a plea for re- 
hearing and delay on the mandate, 
filed by Texas, New Mexico and Okla- 
homa. It was opposed by plaintiffs in 
the Phillips case. 

Then the FPC last week set in mo- 
tion the machinery of the new ruling. 
It issued rules and regulations which 
freeze the price and contract terms at 
the June 7 level. 

Meanwhile, the first legislative move 
to overturn the mandate came when 
Rep. Walter Rogers (D., Tex.) intro- 
duced a bill to overturn the Supreme 
Court decision in the case. 

The bill, referred to the House Com- 
merce Committee, would exempt from 
the Natural Gas Act “The sale of nat- 
ural gas, as an incident of its pro- 
duction and gathering, by an inde- 
pendent producer not engaged in the 
interstate transmission of natural gas.” 

“The bill provides what Congress 
intended all the time,” Rep. Rogers 
said. “A gatherer and producer has no 
control over where it goes after he 
sells it. This simply boils down to 


whether a man can do business in his 
own state without being subjected to 
federal regulation by edict.” 


INDUSTRY BRIEFS 





Construction is underway on a com- 
plete refinery for Commonwealth Oil 
Refining Co. at Guayanilla Bay, 15 
miles west of Ponce, Puerto Rico. The 
plant, set for completion in the latter 
half of next year, will process about 
25,000 b/d of Venezuelan crudes. It 
will have ample shipping facilities and 
docks will be able to handle super 
tankers. 


Republic Oil Refining Co. has been 
given a rapid tax writeoff for two 
30,300 bbl. and two 20,224 bbl. oil 
storage tanks and other terminal facili- 
ties at Knoxville, Tenn., estimated to 
cost $225,000. 


The Texas Railroad Commission 
this week cut crude oil allowables for 
August by 121,642 b/d from an aver- 
age of 2,842,746 b/d in the week end- 
ed July 10. The new quota of 2,721,- 
104 b/d is based on 15 days of opera- 
tion for most of Texas’ 150,000 wells. 
The cut was made after proration 
hearing witnesses urged reduction be- 
ciuse of reported gasoline and crude 
surpluses. 
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Want to carry quality control 
right into your customer’s shop? 





You can... with USS STEEL DRUMS 


geome no need to stop quality 
control when products leave your 
plant. With USS scale-free, rust-in- 
hibited Drums you can carry it all 
the way . . . when your customer is 
ready to use your products, they will 
be as clean and uncontaminated 
from scale, dirt, grease and rust as 
when they were packaged. 

Whether your products are to be 
shipped long distances, stored for a 
long time, or both, their quality is 
well guarded in safe, sturdy USS 
Steel Drums. They’re safe because a 


UNITED STATES 


tight rust-resisting coating is applied 
over a surface that’s been completely 
cleaned. They’re sturdy because 
they’re made of high-grade USS 
Steel. USS Steel Drums are better 
for you . . . better for your customers. 


@ United States Steel Products fab- 
ricates stainless, galvanized, tinned, 
painted and decorated drums and 
pails. Furnished in a wide range of 
capacities with a variety of fittings 
and openings to fit your particular 
requirements. 


STEEL PRODUCTS 


DIVISION 
UNITED STATES STEEL CORPORATION 
DEPT. 174, 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 


Los Angeles and Alameda, Calif. - 
New Orleans, La. 


Port Arthur, Texas .« 


Chicago, Ill. 
+ Sharon, Pa. 





Write for free brochure 


For additional information on this 
quality steel drum write to us at New 
York for this full-color brochure, 
“USS Drums—100% Scale-free and 
Rust-inhibited.” 





“It's Better te Ship in Steel” 


& USS STEEL DRUMS 
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MERCHANDISING 


Drucquer 


fields and the headquarters departments 


Bohmer 


SALES PROMOTION is one of the functions the new Retail 
Dealer -Merchandising Division will co-ordinate with the sales 


Bohmer 


Drucquer Diggs 


NEW MERCHANDISERS, C. W. Bohmer, Jr., manager, and 
H. J. Drucquer, assistant manager, discuss station design with 


E. S. Diggs, Esso’s general office sales manager 


New Esso Division Hones Station Sales 


Preparing for stiffening competition, Esso Standard Oil Co. is 
arming its marketing department with a new Retail Dealer Merchan- 
dising Division. The target: To help Esso dealers become “the most 
efficient, best-liked and highest-type merchandisers of any petroleum 


marketer.” 

The design is twofold: 

e To assist the field sales di- 
visions in “all matters relating 
to the promotion of the sale of 
all products through all Esso 
stations, dealer and direct-oper- 
ated.” 

e To act as liaison between 
management and the sales field. 

[Two oil men with 49 years of com- 
bined experience in sales, merchan- 
dising, advertising and engineering 
are stringing up the new lines of 
communication with the sales fields. 
Charles W. Bohmer, Jr., manager of 
the new group, and Henri J. Drucquer, 
assistant manager, together are visit- 
ing each field headquarters in Esso’s 
18-state marketing territory. They are 
building contacts and setting up a 
working plan of operation. 

The importance Esso places on the 
new marketing group is pointed up 

B. L. Ray, director and general 
manager of marketing: “More and 
more emphasis is being placed on 
enhancing the status of the service 
station dealer as a local businessman. 
The ‘filling station’ of yesterday has 
developed into a big business. Ac- 
cordingly, it’s necessary to attract 
men of high caliber and of broad 
gauge and capability to the service 
station business—and give them the 
tools to work with.” 

In helping the 


dealers become 
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better merchants, the new group aims 
to achieve for Esso Standard “an 
increasingly higher share of the sales 
potential of all products sold through 
all Esso service stations, dealer and 
direct-operated.” By becoming such 
merchandisers, “these dealers will 
make the most profit for themselves 
and for Esso Standard and render 
the best possible service to the mo- 
toring public.” 

Dealer Development—The prime 
contacts of the Retail Dealer Mer- 
chandising Division will be the mer- 
chandising managers in each of Esso’s 
10 marketing divisions. Through them 
problems will be aired, new programs 
processed and future plans developed. 
A member of the new group will be 
in the field at all times. 

It will be the responsibility of the 
group to assist in determining the 
needs of the field. Such needs are to 
be analyzed and funneled to specific 
headquarters departments in New 
York. (Problems relating to TBA, for 
instance, will be channeled through 
the TBA Division. Suggestions for 
new point-of-sale material will be 
directed to the Advertising-Sales Pro- 
motion Division. A need for data on 
dealer or public reaction will be 
turned over to the Research Division.) 

The members of the Retail Dealer 
Merchandising group will work close- 
ly with each headquarters department. 
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They will act in an advisory capacity 
in the development of materials and 
programs. Then, when the materials 
and/or programs are available, the 
group will co-ordinate their use and 
follow-up with the field. Supplement- 
ing this will be responsibility for 
evaluating results. 

General Functions—The division 
will assist the sales and region man- 
agers in co-ordinating the activities of 
the field divisions with the headquar- 
ters departments. These include: 

1. All sales promotional material 

and activities for the dealer. 

. Dealer films. 

. The company’s dealer publica- 
tion, “The Esso Dealer.” 
Dealer training. 

Employe training, as it pertains 
to sales personnel involved with 
dealers. 

6. Service station design. 

7. Interior layout of stations. 

8. Credit co-ordination. 

Field Assistance—In addition to 
the activities to be co-ordinated with 
headquarters departments, the Retail 
Dealer Merchandising group will work 
directly with the field divisions. In 
each case, they will act as a service 
group for the company’s sales and 
region managers. 

These field functions will involve: 

1. Dealer uniform program. 

2. Dealer recruitment and selec- 

tion. 

Dealer incentive plans. 

Dealer meetings. 

Station opening events. 

(Continued on page 26) 
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TIME! Yi TESTED 


A. O. SMITH S-35 METER 





Equipped with Slow-Closing Set Stop Valve and 
Counters. Available with various closing cycles 
of 10 to 30 units, depending on flow rates. See 
nearest representative for complete information. 


TYPICAL INSTALLATIONS: 


Truck Tank Service. Bulk Plants and Termi- 
nals. Batching. Blending. Any application 
where automatic predetermined quantity 
control will speed work, save steps, lighten 
the shock. Remember, this equipment can be 
added to already installed A.O.Smith Meters. 


RED curve indicates severity of shock caused by ordinary 
quick-closing valves. 


= 3 


SSURE 


BLACK curve shows smooth, anti-shock action with A. O. 
Smith Slow-Closing Set Stop Valves. 


PRE. 


Thousands of A. 0. Smith Slow-Closing Auto- 


rhve Closed. > 


matic Set Stop Valves are seeing constant daily 


&§ service year after year in a wide variety of 
Through research < S ...a@ better way 
e applications. They quickly pay for themselves 
OS 


because they protect equipment, speed service, 


©cOR Ff Ce eA | O-N 
METER So « Vey €2ec8 


lighten the work and increase the efficiency of 


Factories: 5715 Smithway St., Los Angeles 22, Calif.; P.O. 
Box 500, Succasunna, N. J. Offices: Atlanta, Chicago 7, 
Houston 20, Los Angeles 22, New York 17. Canada: Toronto 


_ 
12, Vancouver 1. International Division—Milwaukee 1, Wis. your operation. 


a 
Welding Machines Pressure Vessels and Safety Grating Electric Motors Line Pipe end Vertical 


and Electrodes Heat Exchangers Oil-Well Casing Turbine Pumps 
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MERCHANDISING 

6. Review of salesmen’s territor- 
ies as related to merchandisable 
dealers. 

Review of duties of district 
merchandising assistants. 

. Factors of station operation, 
such as hours of operations, 
competitive activities. 

Sales contests. 
Modernization of all types of 
existing Esso stations. 

. Stimulation of employe sales 
booster clubs. 

. Experimentation on the phy- 
sical factors of retail sales and 
merchandising, such as station 
design, interior layout, and 
lighting. 

Mr. Bohmer and Mr. Drucquer 
like to explore station design poten- 
tialities. Unlike product development, 
in which millions of dollars are spent 
in research, they point out that the 
surface has barely been scratched in 
service station design. 

Some modern merchandising con- 
cepts see service stations as being 
“turned inside out.” On the outside, 
the island becomes the focal point of 
all sales and merchandising. The 


building becomes secondary, the serv- 
ice unit. Possibilities of investigation 
are seen in larger islands with dis- 
play racks and enclosed area for 
attendants, islands facing in uncon- 
ventional directions, smaller buildings 
placed in various locations, perhaps 
a separate unit housing vending ma- 
chines and the like. 

Division Personnel—In the chain 
of command, the new group will re- 
port directly to E. S. Diggs. As gen- 
eral office sales manager, each of the 
23 headquarters divisions of the mar- 
keting department funnel through him. 
He, in turn, reports to B. L. Ray. 

Mr. Bohmer joined the company as 
a student engineer in 1930. The next 
year he became a chemical engineer 
with the Standard Oil Development 
Company. He later joined the sales 
engineering division as an assistant 
supervising engineer and became as- 
sistant manager of the fuels and 
lubes section. In 1950 he was ap- 
pointed assistant manager of the 
engineering group and later that year 
was named acting merchandising 
manager in Esso’s New Jersey divi- 
sion. He became operations manager 


of the division in 1952 and assistant 
division manager this year. 

Mr. Drucquer became associated 
with the former Standard Oil Co. of 
Pennsylvania in 1929 as a general 
salesman. He was promoted to tank 
car salesman and three years later 
was appointed division advertising 
assistant. He later became district 
manager at Wilmington, Del., and 
then senior marketing assistant. In 
1945 he was promoted to division 
merchandising manager. And three 
years later he was appointed assistant 
manager of the company’s Advertis- 
ing-Sales Promotion Division. 

Both Mr. Bohmer and Mr. Druc- 
quer, sponsored by the company, at- 
tended the advance management pro- 
gram of the Graduate School of 
Business of Harvard University. 


New Oil Campaign 


Customer testimonials telling how 
new Super Permalube motor oil “actu- 
ally saves them gasoline” are the nub 
of a midsummer ad campaign by 
Standard Oil Co. (Indiana). The cam- 
paign will use 125 newspapers, 32 
radio stations, 11 television stations. 





of HI-V-1 oil available: Enid, 
Oklahoma City, Okla.; Su- 
perior, Omaha, Grand Is- 
land, Lincoln, Nebr.; Hutch- 
inson, Kans.; Mason City, 
Rock Rapids, Cedar Rapids, 
lowa; Fulton, Mo.; Amarillo, 
Texas; Denver, Colorado. 


CHAMPLIN REFINING 
COMPANY 


r hot weathor driving | 


Your customers want extra lubrication protection against 
blazing summer heat, for their cars, trucks and tractors! 
Okay . . . give it to them, with split-second flow on starts 

. . with the dependable, uniform film of lubrication that 


withstands oxidation . . 
HI-V-I! Then, watch for them to drive in for more, the 
next change! No other motor oil gives more dependable 
protection to an engine at all temperatures and speeds, 


. with Champlin Heavy-Duty 


in all weather, than Heavy-Duty HI-V-] Mil-O-2104 grade 


motor oil! 


Write for information on a dealership in your territory! 
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test period in which the same fuel 
plus Fuel Oil Additive No. 2 had 
been used in the system. 


This, and other findings in the 
test, indicated that Du Pont Fuel 
Oil Additive No. 2 acts as an 
active sludge dispersant in con- 
centrations of 20 tbs./1000 bar- 
rels and that its use in dirty fuel 
oil systems is generally beneficial. 














Increase your heating oil market with 


DU PONT FUEL OIL ADDITIVE No. 2 


The prevention of filter clogging is an important 


sales and servicing advantage . . . and customer 
satisfaction is becoming increasingly important in 
every heating oil market. One way of assuring this 
satisfaction is in the prevention of clogged filter 
screens or lines. 


To help overcome clogging, Du Pont Fuel Oil Ad- 
ditive No. 2 not only retards the formation of in- 
soluble residues, but also reduces the particle size 
of those residues that are formed. 


Actual field tests, of which the filter elements illus- 
trated above are a part, show also that Fuel Oil 
Additive No. 2 acts as a sludge dispersant in dirty 
fuel systems and, being ashless, burns completely 
with the fuel. 


Petroleum Chemicals 


E. |. DU PONT DE NEMOURS & COMPANY (INC.) 


Petroleum Chemicals Division * Wilmington 98, Delaware 
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If you want to insure a higher quality fuel oil for 
next fall’s market, why not start by giving it added 
storage stability now with Du Pont Fuel Oil Addi- 
tive No. 2. 


Samples for testing in your own stocks and a de- 
scriptive booklet on this additive can be obtained 
from any DuPont Petroleum Chemicals Division 
representative or regional office. 


A866. u. 5, Pat. ort. 
Better Things for Better Living 
« « « through Chemistry 


NEW YORK, N. Y.—1270 Ave. of the Americas Phone COlumbus 5-3620 


CHICAGO, ILL.—8 So. Michigan Bivd. 
Of; 4 TULSA, OKLA.—1811 So. Baltimore Avenue 
wes: ( HOUSTON, TEXAS—705 Bank of Commerce Bidg 
LOS ANGELES, CALIF.—612 So. Flower St 


Regional 


Phone RAndolph 6-863 
Phone Tulsa 5-5578 
Phone PReston 2 


Phone MAdison 1691 


IN CANADA: Conadion Industries Limited—Toronto, Ont.—Montreal, Que.—Calgary, Alto 
OTHER COUNTRIES: Petroleum Chemicals Export—Nemours Bidg., 6539-—Wilmington 98, De 





Here's 1412 feet of Maltese 











HEWITT-ROBINS 


EXECUTIVE OFFICES, STAMFORD, CONNECTICUT 
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Cross Propane Hose at Work' 


At this new plant of the National 
Petro-Chemicals Corporation at 
Tuscola, Illinois, 113 lengths of 
Hewitt-Robins Maltese Cross® LP- 
Gas Hose are used to load propane 
and other hydrocarbons at the rate 
of 27 tank cars and 30 tank trucks 
per day. To insure steady produc- 
tion, eliminate chance of costly 
breakdowns, the engineers who de- 
signed and built these loading racks 
specified Hewitt-Robins Maltese 
Cross Propane Hose equipped with 
Hewitt-Robins couplings because 
it’s stronger . . . safer . . . tougher 
. resists penetration of liquefied 
petroleum gases... is easier to handle! 
Whether you’re handling liquids 
or gases, Hewitt-Robins can benefit 
your operation with maximum hose 
safety, economy and performance. 
We manufacture over 1,000 types 
of industrial hose; there’s one to 
meet your need! 


ENGINEERING DATA 


MALTESE CROSS PROPANE HOSE 
—Synthetic Tube and Cover, Braid- 
ed, Mandrel Cured. 


TUBE: Thick, compounded synthetic, 
specially formulated to resist per- 
meating action of liquefied petro- 
leum gases. 


CARCASS: Strong, braided rayon 
cord, impregnated in resilient syn- 
thetic rubber, closely braided at cor- 
rect angle to withstand highest pres- 
sures. Spiral of non-corrosive wire 
in the hose wall dissipates static. 
Positive electrical connection is as- 
sured by factory testing every length. 


COVER: Tough, tan weather- and 
abrasion-resistant. Will withstand 
prolonged exposure to sunlight and 
abuses common to propane service. 


INCORPORATED 


DOMESTIC DIVISIONS: Hewitt Rubber + Robins Conveyors + Robins Engineers + Restfoam 
FOREIGN SUBSIDIARIES: Hewitt-Robins (Canada) Ltd., Montreal * Hewitt-Robins Internationale, 
Paris, France « Robins Conveyors (S. A.) Ltd., Johannesburg * EXPORT DEPARTMENT: New York City. 
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Here is a partial list of 


HEWITT-ROBINS PRODUCTS 
that will help you 
cut handling costs and 
increase operating efficiency. 


MACHINERY 


Belt Conveyors 

Belt & Bucket Elevators 
Cor Shakeouts 
Conveyor Idlers 
Dewaterizers 
Mechanical Feeders 
Foundry Shakeouts 
Mine Conveyors 
Reclaiming Systems 
Screen Cloth 

Stackers & Trippers 
Vibrating Conveyors & Screens 


INDUSTRIAL RUBBER 
PRODUCTS 
BELTING: 

Conveyor 


Elevator 
Transmission 


HOSE: 

Acid 

Air & Air Drill 

Barge Loading 

Dust Suction 

Fire 

Fuel Oil & Gasoline 

Gasoline Pump 

Mud Pump Suction 

Oil Suction & Discharge 

Propane-Butane 

Road Builders’ 

Rotary Drilling 

Sand Blast 

Sand Suction 

Sea Loading 

Servall®, All-Service 

Steam 

Tank Car & Tank Truck 

Vacuum & Air Brake 

Water & Water Suction 

Welding, Twin-Weld® 

e 

For information and service on in- 
dustrial rubber products, contact 
your Hewitt-Robins Industrial Sup- 
ply Distributor. Through his com- 
plete stock of Hewitt-Robins Rub- 
ber Products, and his familiarity 
with local field conditions, he can 
fill your supply needs promptly and 
correctly. See Classified Phone 
Book for the Hewitt-Robins Indus- 
trial Supply Distributor serving your 
area. 
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DRIVEWAY TRAINING is so continuous it becomes part 
of the daily routine at Manordale stations. 


Here Dealer Bud 


Snyder (at car door) supervises servicing of customer's car. 
Manordale emphasizes speedy, complete driveway service. 


‘Perpetual’ Training—Key to Station Profits 


Not long ago jobber James Kepple walked into the business 
office of a newspaper in a suburban area east of Pittsburgh and 
ordered an advertisement announcing the opening of a new service 


station. 

The woman who took his or- 
der said, “I'm sure glad you're 
putting one of your stations in 
our town; they always have that 
scrubbed look.” 

That woman’s burst of enthu- 
siasm is music to Kepple’s ears, 
because it means his program of 
“perpetual” training for dealers 
at his Manordale Gas and Oil 
Co. in Export, Pa., is paying off. 


His program—training ‘round the 
calendar—is building business in the 
small towns near the Steel City while 
it turns dealers into successes and at- 
tendants into good dealers. 

And, as Kepple points out, this also 
creates an ever-widening wholesale 
market for him. 

Some marketers looking over 
Manordale’s 10 principal outlets—all 
spic and span and usually busy— 
would observe that Kepple is wasting 
his time pressing a training program. 

But Kepple will tell you he “couldn't 
get along without our training pro- 
gram,” because, he insists, “a man is 
never fully trained.” Besides, he says, 
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there is always something at any one 
station that needs a push, to say noth- 
ing of new items coming along all the 
time. 

So, Manordale’s program is as inten- 
sive as it is continuous, so much so 
that it often merges with day-to-day 
routine operations at the outlets them- 
selves. 

Kepple’s stations are run by teams 





@ This is the first in a 
series on how jobbers 
train their dealers 











of partner-lessees—80% of them are 
men who have been promoted from 
attendants in Manordale’s organization 
and given a partnership in a station. 
The partner-lessees are financed by 
Kepple and make their payments to 
the company. They operate their sta- 
tions on their own initiative, under 
Kepple’s guiding hand. 

Naturally, most of the training ef- 


fort is directed at the partner-lessees. 
They in turn, pass on their training to 
their employes. Often a Monordale 
station helper will find H. H. Blake, 
service station supervisor, at his side 
clinching a sale to a customer who had 
been about to leave to “think it over,” 
and probably never return. 

Or, Kepple himself may turn up to 
talk over with an operator a sales re- 
port or some other management mat- 
ter. He visits every location at least 
once a week, sometimes two or three 
times weekly. 

That way, Kepple says, theory, in- 
formation and demonstration given in 
the “classroom” at Manordale head- 
quarters isn’t lost. It’s driven home 
where it pays off. 

In the headquarters sessions, the 
dealers might get almost anything 
from a film presentation on how to 
sell underwear, to a lecture on the 
psychology of human behavior. 

The basic lessons in such material 
are related to the dealers’ own situa- 
tions. 

Blake, a former school teacher and 
athletic coach, gave the lecture some 
time ago. For months afterward, the 
dealers kept bringing up points he had 
made about human nature, and re- 
counting incidents in which they 
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to profits. Stations sell appliances and such things as tele- 
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vision sets and bicycles along with plenty of TBA. 


MANORDALE STATIONS always have that spic and span 
look because Jobber James Kepple believes neatness is essential 
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TRAINING that the partner-lessees get in the “classroom” sessions is passed 
along to their employes. Here Snyder demonstrates mower for attendants 


JOBBER KEPPLE talks over a management ¢& FOLLOWING UP a sales meeting with station personnel, Jack Beatty, B.1 
ss Goodrich territory manager talks about tires with dealer and employes 


matter with partner-lessee team 
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YOU GET A BIG EXTRA 


ON THE ROTARY ROLL-ON LIFT 
AT NO EXTRA CosT! 


The LUBRIDGE makes your 
Roll-On Lift 50% more useful 


With a Rotary LUBRIDGE you can free 
wheels and relax springs in less than a min- 
ute! This enables you to do faster, better lub- 
rication jobs and brake work. This sturdy 
steel bridge fits across the front or rear of 
your Rotary Roll-On Lift so that one wheel 
or pair of wheels can be jacked up right on 
the lift. Note convenient working height. The 
LUBRIDGE is now standard equipment on 
Roll-On Lifts . . . at no extra cost. 


Other features of this 
modern auto lift 


Fastest, safest of all lifts 
Handles all old and new cars 
No axle supports to position 
Automatic wheel chocks 
Biel Extra long superstructure 
Reinforced steel runways 
WRITE FOR CATALOG 120 Modern, streamlined design 


Rotary Lift Co., Memphis 2, Tenn. Aisdewoliec Jack with Automatic 
Air Bleeder 








TRAINING 


figured at their stations—to the deal- 
ers’ benefit in sales or customer good 
will. 


THE DEALER’S WELFARE 


Manordale recognizes the human 
nature with which its lessees are en- 
dowed, too. One way it does this is 
to update them at training sessions on 
economic conditions, so they'll think 
like merchandisers, not just handlers 
of goods. 

For this purpose, it draws on a wide 
variety of publications, including 
newsletters and trade papers, for arti- 
cles which show how the economic 
winds are blowing with respect to the 
small businessman. 

Manordale acts on the knowledge 
that a man will, at times, get “in the 
dumps,” and that this will reduce his 
effectiveness. 

Thus, when “prophets of doom” are 
expounding on how business is going 
to the devil in a handbasket, an 
authoritative article is read and dis- 
cussed, showing how sound the 
economy actually is, or outlining 
factors working in the dealers’ favor. 

If a lessee team’s spirits droop 
over slackness in some _ substantial 
item, Kepple or Blake will sit down 
with the partners privately and talk 
out a solution or show them how well 


they’re actually doing over-all. 

The bird’s-eye-view will come from 
charts Manordale maintains of sales 
at the individual outlet—by item, in 
dollars, monthly, for the last four 
years. 


DEALERS AS MERCHANTS 


The merchant’s viewpoint, incident- 
ally, is something Manordale has gone 
to some lengths to instill in_ its 
operators. 

When it built, or rebuilt, the 10 out- 
lets, it provided as much, or more, 
sales area as service area in each 
structure. And the salesrooms are as 
much home and garden appliance 
stores as they are TBA outlets. 

You find there refrigerators, tele- 
vision and radio sets, even washing 
machines, attractively arrayed along 
with the conventional accessories. 
Outside will be bicycles and power 
mowers—and tires (stacks of them). 

Manordale has become a distributor 
for all the categories of merchandise 
handled except the appliances. Those, 
it is able to buy at enough off retail 
to cover its handling costs and still 
allow the lessees to make a profit. 

That way, the lessee is enabled to 
feel that his establishment has enough 
of the stamp of the conventional store 
for his customers to recognize him 
readily for the merchant that he is. 


Also, Manordale has a wide variety 
of items it can use as springboards for 
sales training. 

Not that it feels any lack of variety 
for training purposes in the complete 
TBA line and numerous services its 
outlets offer. 

If the training—and sales—effort 
isn’t on tubeless tires, or dry batteries, 
it may be on shock absorbers, or wheel 
balancing. Effort in terms of ap- 
pliances spices the main effort. 


DEALER MEETINGS 


Of first importance, the company 
believes, is sticking to one subject for 
any training session, whether that’s on 
products sales, or management. 

It is careful also to see that prod- 
ucts meetings are planned two and 
three months in advance. And that no 
meeting gets too big. None should 
have more than about 25 men in at- 
tendance, it’s concluded. 

Kepple conducts training on man- 
agement phases; Blake, on sales. At 
times, they'll have suppliers’ repre- 
sentatives in. They will, if the latter 
are known to be effective; otherwise, 
Blake will adapt an outline of a sup- 
plier’s sales presentation, and make 
the presentation himself. 

Customarily, the training sessions 
are set up as two-way, or conference 
type, meetings. In any .event, they 
invariably wind up with “bull ses- 
sions.” But they’re held to an hour 
and 15 or 30 minutes. 

Helpers are asked to the meetings 
about three times a year—seléorm 
more often since it is Manordale’s 
intention that the dealers should train 
their own employes. 

Experience has been that the deal- 
ers’ ability to pass along what they 
have learned to their employes is in 
direct proportion to their ability in 
other management phases. 


FINANCES AND SALES 


Sandwiched between sessions at 
Manordale headquarters will be on- 
location training, or conferences with 
partners. 

In the latter get-togethers, monthly 
profit-and-loss_ statements will be 
studied and evaluated. Often dis- 
cussed in connection with these state- 
ments will be sales standings of the 
individual location. 

Manordale makes up sales stand- 
ings reports for the various locations 
every 10 days. These show dollar 
volume under the headings of (1) gaso- 
line, (2) oil and grease, (3) tires and 
tubes, (4) kerosine, accessories, bat- 
teries, toys, (5) miscellaneous, lubes, 
service, and (6) appliances. Also, they 
show total dollar volume. 
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Efforts that should be made at the 
individual location with respect to 
items in the reports, to employes of 
the station and to the Manordale pro- 
gram generally are discussed. 

Also discussed with partners are 
periodic business evaluation reports, 
which include partners’ comments and 
plans as to objectives they set for 
themselves. 

In the evaluation phase, it might be 
found, for example, that the location’s 
bank account is relatively large, and 
its volume in time payment contracts 
relatively small. 

As a result, it probably would be 
agreed that the partners should have 
more of their money out earning more 
interest for them—try to encourage 
more customers to use one of the 
three budget plans which Manordale 
outlets make available. 

Manordale is able to keep its fingers 
on the dealers’ financial pulse since it 
does their bookkeeping for them. It 
even mails machine-posted statements 
to their customers for them. 

This practice, says Kepple, arose 
from the fact that Manordale had to 
finance them in the first place, and 
wanted to “know where they were” 
at all times. 

Those few of the 10 partner-lessons 
whom it didn’t upgrade from helpers 
in its outlets, it put on its payroll for 
two months when they were beginner 
lessees, to indoctrinate them. 


DEALER LIAISON 


Another factor which has an im- 
portant place in the training system 
is daily contact of one kind or another 
with the personnel at each location. 

Hand in hand with this go direct 
assistance with sales and collection 
problems, and continuous evaluation 
of service activity and housekeeping, 
as well as merchandising and credit 
management. 

“It’s all aimed,” says Kepple, “at 
moving products and other items at 
the retail level to create larger whole- 
sale volume.” 

In line with this, Blake is a salaried 
station supervisor—doesn’t function as 
“a salesman on commission trying to 
load up the dealers’ inventories.” 

Inventories, in fact, are kept small 
but always complete. Daily telephone 
calls for orders from the Manordale 
warehouse help insure gompleteness of 
inventories. All the outlets are within 
a 30-mi. radius of the warehouse. 

The pay-off on all this has been 
good. 

Manordale has built or rebuilt every 
one of those 10 principal outlets since 
the war. 

Its major gains in its full-line busi- 
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Thermoid'’s specialized 
merchandising experience 
and top quality products 
can help you sell the 

TBA market. 


It’s good business to do 
business with Thermoid. 
Let us show you why. 


hermoi 


A principal supplier to the automotive 
market for over 50 years. 


Thermoid Co., Special Sales Division, Trenton, New Jersey 
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ness have come through retail stations. 
What’s more, they’ve been impressive. 

Before the war, the company oper- 
ated directly three and four stations. 
Training activity was “minor.” Total 
sales in 1940 were $280,000; in 1946, 
$540,500. 

Last year, though, Manordale 
grossed $2,192,800. On the gasoline 
side, this included business done 
through three base-lease outlets and 
a handful of small dealer accounts, in 
addition to the 10 partner-lease sta- 
tions. 

That’s in suburban territory dotted 
by towns with a population average of 
only about 5,000. 

It’s a record particularly satisfying 
to Kepple in terms of the impression 
Manordale has made on the people of 
those communities. 


ey 
City Converts to LP-Gas 
After Ban on Gas System 


Oil men in Goldsboro, N. C., are 
now in the process of converting the 
the entire city of 26,000 to LP-gas 
and fuel oil. The mass change-over is 
the result of a ban on the gas distri- 
bution system. The action was taken 
after an investigation by the U. S. 
Bureau of Mines. 

Blame was laid for an explosion 
that took five lives April 12 on the 
faulty distribution system of the 
Goldsboro Gas Company, according 
to The News and Observer. A report 
by the Bureau’s Gas Explosives Divi- 
sion stated that gas samples obtained 
from the explosion site showed the 
gas was propane, the same gas sold 
to the public through the Goldsboro 
gas distribution system. 

The report was accompanied by the 
recommendation that the “gas distri- 
bution system should not be used un- 
til a thorough investigation is made of 
the entire system and all major leaks 
repaired.” 

The gas company, however, is in the 
process of converting to bottled gas. 
It intends to abandon the lines. 

The gas distribution system in 
Goldsboro was installed 40 to 50 years 
ago, according to the gas company 
president. When the present owners 
bought the system in 1946, water-gas 
was sold to consumers. The gas was 
changed to 1080 Btu per cu. ft. pro- 
pane-air mixture in 1947. 

In 1951 an insurance company 
made a survey and found distribution 
losses were about 38% of the total 
gas fed into the distribution system. 
A number of leaks were repaired and 
the losses were reduced to 26%. 
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ASSOCIATIONS 


How Dealers Pool Employe Data 


Now in its first full month in 
the District of Columbia is an 
employe referral service for gas- 
oline dealer associations that 
promises to be a big boon to 
dealers in weeding out undesir- 
able employes and minimizing 
labor turnover problems. 

At no extra cost to the several hun- 
dred members of the Metropolitan 
Retail Gasoline Dealers Assn., the 
service will give them a clearing house 
for hiring new employes and checking 
employment records. 

Here is what the service will include: 

1. Uniform employment applica- 
tions. 

2. Complete file in the association 
office of members’ employes. 

3. Complete file of job applicants. 

4. File of undesirable employes 
(compiled from members’ reports). 

5. Local newspaper advertising to 
set up a register of job applicants. 

Employes on File—All association 
members have been mailed copies of 
the standard employment application 
form. Each employe will fill out the 
form in duplicate, with one to be 
kept by the station operator and the 
other to be marked “employed” and 
mailed to association headquarters. 

Job applicants will also fill out the 
two forms, with the duplicate going 
into the association’s “available” file 
if not marked “employed.” 

Special postcards (self addressed and 
stamped) are being used to report any 
employe discharged as “undesirable” 
—dishonest, unreliable, giving false 


statements, etc. This information is 
coded and placed on the filed applica- 
tion form for future reference. 

As_ Executive Director Horace 
Walker points out: 

“This, service will eliminate mem- 
bers’ advertising for employes. A 

complete list of 

undesirable em- 

ployes, based on 

member employ- 

ers’ experience, 

will be set up. We 

will maintain a 

permanent em- 

ploye record for 

any necessary ref- 

erence. This will 

be a_ clearing 

= wae house for all 

qualified job applicants. Members will 

personally call and interview any pros- 

pective employe referred by the as- 

sociation. All information contained 

on the application form when filed 

in the office—and any information 

subsequently added thereto—will be 

kept confidential and will be available 
to members only.” 

Employer Decides—‘“The associ- 
ation will not assume any responsi- 
bility with respect to the qualifications 
and character of applicants. This 
matter will be entirely up to the 
interested employer. Neither will the 
association investigate any potential 
employe.” 

Walker also notes that the applica- 
tion form was adopted after a series 
of surveys and contains information 


Referral System Keeps Finger on Union Organizers 


Although the dealers’ employment 
service is being organized to reap 
more general benefits, the members 
are aware of the fact that they will 
be arming themselves with a pretty 
good shield against union organizing 
activities. 

Last month President Dave Beck of 
the Teamsters Union (AFL) an- 
nounced that $300,000 was being 
used for a renewed organizational 
drive in the East on employes of 
service stations, warehouses, garages, 
plus taxi drivers. 

The association does not get in- 
volved in any “blacklist” of union 
members. All it does is keep a card 
file on all employes in the area, so 
that dealers hiring new employes can 
check personally with past employers. 
And this routine check will disclose 
whether a prospective employe is an 


organizer who drifts from job to job. 

Legality Check—The. association 
has checked out the union angle of 
the employment service with legal ex- 
perts and says no illegal “blacklist” 
tactics are being used. A man cannot 
be discharged legally for organizing 
activities, but nothing in the law re- 
quires the hiring of a man who is 
known to be a union organizer. Also, 
should an organizer be inadvertently 
hired, he could be legally fired if it 
could be shown that he attempted to 
screen his past employment. His 
signed application gives “false or in- 
complete information” as a “justifi- 
able” cause for immediate dismissal. 

As a further check against any 
possible “blacklist” charge, the stand- 
ard application form calls for no in- 
formation on any organization mem- 
berships, union or other. 
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APPLICATION FOR fePLOvareT 


FORM filled out in duplicate by em- 
ployes and job applicants for filing by 
dealers and association office 


pertinent only to the service station 
employer. 

It will be several months before an 
applicant file develops and the pro- 
gram becomes fully operative. 

Members will not pay extra for the 
service. It will be covered by current 
dues, which had been running in ex- 
cess of costs. The association decided 
to adopt the employment service in- 
stead of cutting dues or putting the 
excess in a general fund. 


Dealer Gets Aid 
In Fight With Shell 


A Seattle service station operator 
who has challenged Shell Oil Co.’s 
right to cancel his lease without buy- 
ing his “equity” appears certain of 
financial help in meeting legal ex- 
penses. 

Members of the Washington gaso- 
line Dealers’ Assn. have set up a 
legal fund with a goal of $10,000. 
The dealer—Roger Stubbs, proprietor 
of Stubbs’ Shell Service—probably 
will be the first beneficiary. 

Shell has gone to the courts to 
oust Stubbs from the station he has 
operated for five years, with trial ex- 
pected about Oct. 15. Stubbs does 
not challenge Shell’s right to cancel, 
but insists he is entitled to renumera- 
tion for the “equity” he has built up 
in the business. He upped gasoline 
sales at the location from 5,700 to 
20,000 gal. a month. 

Stubbs blames the cancellation on 
his testimony before a Senate subcom- 
mittee last fall on alleged unfair 
practices by Shell and his refusal to 
cut prices and extend hours to meet 
competition of a next-door station. 
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Show your dealers how EASY it is! 


Stock up... Speak up... 


I 
With one make— Purolator* | Remind motorists that filters 
—a dealer can sell every car | must be changed regularly... 
that calls. Full stock that one filter—Purolator 
takes only a few feet of . —keeps engines running 
shelf-space . . . costs little better longer—saves time, 
—pays off BIG! : saves money. 


Big Bonus! Every Purolator sold means the sale 
of an extra quart of oil to take the place of the 
dirty oil thrown away with the dirty filter! 





wand Sell a 


No come-backs except satisfied 
customers who come back for 
filter-changes! Motorists know 
—and trust one filter— 
Purolator—sold, advertised 
everywhere. 


Best by every test! One filter—the 
Purolator Micronic*—gives up to 

10 times the filtering area. Original 
equipment on most makes of cars 


makes replacement 
double-easy. 


*Reg. U.S. Pat. Off. 


PurOlator ove zen 


PUROLATOR PRODUCTS INC., Rahway, New Jersey and Toronto, Ontario, Canada 
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™ Skelly reported this week that the 
new Grease Master plan has stepped 
up lube, gasoline and TBA sales “sub- 
stantially” since it was launched in 
January. 

More than 1,000 Skelly dealers have 
purchased the Grease Master package 
for $11.40—about half the actual cost, 
but Skelly foots the rest of the bill. 

For his money, here’s what the 
dealer gets: 

—New job tickets with detachable, 
self-addressing mailing cards. 

—A large metal file box with alpha- 
betical index for filing the service sta- 
tion copy of the job order. 

—A Grease Master follow-up board 
with sections for daily filing of follow- 
up cards. 

-A clipboard for easier writing of 
job tickets away from the desk. 

—Door jamb stickers. 

—A complete Chek-Chart lubrica- 
tion guide. 

Designed to help increase station 
dealer profits and cut time and paper 
work, the present Grease Master pro- 
gram is actually a refinement of a 
Skelly system which has been used for 
some time but has not been as heavily 
promoted as it is now. 

How It Works—Heart of the new 
system is the new job ticket and the 
Grease Master follow-up board. 

When a customer’s car is serviced, 
the job ticket is filled out. The original 
is the service station copy to be filed 
for future use. The customer receives 
a carbon which shows the products 
and services received. 

A detachable post card carries a 
carbon recording of when the cus- 
tomer’s car was last serviced, his name 
and address. 


How Grease Master System 
Builds Lubrication Profits 


Out in Dodge City, Kan., two brothers—who operate the 
Wilkerson Brothers Oil Co.—report healthy gains in station sales, 
and they give all the credit to a new lubrication sales and follow-up 
system introduced by Skelly Oil Co. 

The brothers say chassis lubrication volume is up 120%, gas- 
oline up 87% and motor oil and TBA sales up 50% since they 
started using the Grease Master plan. Here is what the plan consists 


of and how it works. 


If the customer’s car was serviced 
July 10, the card is placed in the 
No. 10 section of the Grease Master 
follow-up board. Then on Aug. 10 the 
dealer takes out all the cards in No. 10 
section. Since the cards were addressed 
in carbon at the time the job ticket 
was made out, the dealer only stamps 
and mails them. 

On the back of the customer’s por- 
tion of the job ticket is printed Skelly’s 
Grease Master Guarantee. It reads: 

“We guarantee our Grease Master 
grease job will give a customer’s car 
perfect lubrication (barring mechanical 
defects) for at least 1,000 miles of 
driving for a period not to exceed 
30 days. If during this 1,000 miles or 
30-day period our grease job is un- 
satisfactory or fails in any respect to 
satisfy the customer, he may present 
his lubrication receipt at our station 
and we will gladly correct his trouble 
by re-greasing the unsatisfactory parts 
(even if it means re-greasing the entire 
car) or refund his money.” 

Plan Reaps Profits—At the Wilker- 
son service station in Dodge City, 
brothers Ernie and Charlie Wilkerson, 
have stepped up their daily lube jobs 
from 10 to 22 a day since putting the 
Grease Master system into operation. 

During this period gasoline gallon- 
age has gone from about 800 to 1,500 
gal. per day. 

They report sales of motor oil, 
spark plugs, tires, batteries, oil filter 
cartridges, fan belts and other TBA 
items have jumped about 50%. 

Charlie Wilkerson attributes a major 
portion of the station’s increase in 
business to the Grease Master pro- 
gram. 

“By getting new customers and 


keeping old ones through this plan, 
we are continuing to grow. A lot of 
dealers pay lip service to the little 
things. But if you aren’t on a highway 
and if you do have a lot of com- 
petitors, you’ve got to offer something 
the other fellow can’t or won't give 
the customer.” 

Blue Ribbon Service—The Wilker- 
son station keeps eight men busy. With 
the Grease Master program as a base, 
the Wilkersons have adopted practices 
designed to make the word “service” 
really mean something to the customer. 

As the Wilkersons put it, when a 
customer rolls on the drive, he gets 
the “complete treatment.” Owners and 
attendants alike start off with a cheery 
greeting. 

e Windows are cleaned inside and 
out. 

e The car dashboard is wiped with 
a chamois and the floor is swept with 
a whisk broom. (The whisk broom is 
part of the Wilkerson garb when on 
the job.) This technique enables the 
salesman to get a look at the door 
jamb sticker. 

e Only after this has been done 
does selling begin. 

e While gasoline is being pumped, 
another attendant checks the oil. If 
the door jamb sticker backs him up, 
the attendant will suggest a lube job 
and an oil change. 

e Then, the Wilkersons say, the 
Grease Master plan takes over. 

Each item checked off on the job 
ticket is carefully explained to the cus- 
tomer when he gets his car. Wilkersons 
report this service is appreciated by 
women drivers in particular. They 
contend it sets the stage for more lube 
jobs when the follow-up card is mailed. 
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the lube job is done on the car . 


and the customer gets a copy of the ticket. Tickets for completed jobs are filed . . . 


and follow-up cards go on the board... until it is time to mail them out 
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ES—BATTERIES—ACCESSORIES 


Convention for Oil Men Only Is a Hit 


By 
Frank C. Sturtevant 
TBA Editor 
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None but oil marketing men were 
on hand when the Midwestern Oil In- 
dustry TBA convention assembled in 
Chicago for its annual meeting in 
May. 

Representatives from TBA manu- 
facturers stayed away by prior agree- 
ment. 

Strictly an experiment, the idea 
turned out to be a success, and every- 
body was happy, including the absent 
suppliers. 

The oil men said they liked the 
small convention. A little over 50 oil 
men were registered, and all seemed 
to welcome the chance to mingle more 
freely with other oil men. As is always 
the case, fewer people present at the 
convention meetings encouraged ques- 
tions and comments from the floor. 

That’s illogical of course, for oil 
marketing men. In theory, they should 
be without inhibitions, unawed by 
numbers, and entirely at home in large 
meetings. It just proves that they are 
human. 

Next Year Too?—Based on the re- 
actions of those present it seems more 
than likely that the Midwest meeting 
next year will also be confined to oil 
men Only. It is just possible that word 
of the favorable attitude of the oil 
men to the kind of convention held 
this year will spread and that more 
men from the marketing departments 
of oil companies will attend. 

That will be a desirable outcome, 
just so long as a situation doesn’t de- 
velop where the Midwest convention 
will compete with the national con- 
vention. Oil marketers might prefer 
the small convention to such an extent 
that they might decide to pass up the 
national meeting in St. Louis. Both 
are held in centrally located cities. 

While we are weighing these mat- 
ters, let’s ask ourselves what contribu- 
tion suppliers make to these Oil Indus- 
try TBA meetings, and to the trade 
association which sponsors them. The 
TBA group is now old enough and 
large enough so that it may be con- 
sidered a trade association, even 
though it is not incorporated and has 
no constitution. Anyone may go to the 
meetings. All he has to do is register 
and pay his way. 
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Manufacturers and Marketers—The 
TBA group brings together in a nat- 
ural community of interestethose man- 
ufacturers whose products are distrib- 
uted by oil marketers, and the oil 
marketing men most closely associated 
with TBA merchandising. Oil’s TBA 
volume has reached its present tre- 
mendous proportions by successfully 
merging the skills of both groups. 

In its early days the oil industry 
was strong on producing and refining, 
weak on distribution and selling. In 
the marketing of its own products 
first, and TBA products later, it has 
drawn liberally on the techniques of 
other industries. From few other 
sources has it learned so much as from 
the sellers of TBA merchandise. On 
all sides can be seen the results of the 
infiltration of men and ideas from the 
makers of tires, batteries and acces- 
sories. The most modern and progres- 
sive practices came from that quarter. 

That is not to say it has been a one 
way street. TBA manufacturers had, 
and still have, a lot to learn about 
service stations. That ties in with the 
point that TBA merchandising in the 
oil industry has been a joint under- 
taking all the way. Nobody makes any 
money until the dealers move the 
goods, and that still takes teamwork 
between oil men and suppliers. 

A Way to Get Ideas—TBA conven- 
tions, like any trade association meet- 
ing, are an excellent means of circulat- 


ing information and ideas. Any fair- 
appraisal of past conventions would 
show that both oil men and suppliers, 
taken as a whole, have put something 
in and taken something out of these 
fine business get-togethers. Even at 
the recent Midwest meeting for oil 
men only, the suppliers were present 
by proxy, and made a very worth- 
while contribution. 

When Cy Marx, of Seiberling, as 
spokesman for the tire manufacturers, 
discussed trends in the tire market, he 
presented tire industry views, and he 
included some well chosen advice on 
his own account. His comments were 
the subject of thoughtful discussion 
outside the meeting. 

Tony Feldman, of Prest-O-Lite, rep- 
resenting the storage battery manufac- 
turers, reviewed developments in bat- 
teries, and presented a clear and 
interesting summary of the dry-charge 
and 12-volt situation. The contribu- 
tions of these two men were as valu- 
able in every way as those of the oil 
men who appeared on the program. 

Oil men run the TBA association 
and its conventions, and it is possible 
that they have not fully drawn on the 
resources and talents of the supplier 
group. They might look into this 
angle more fully. 

On the supplier’s side, it is possible 
that some companies look on a con- 
vention as just a chance to get in 
some good, hard selling. 

It could be that their men overdo 
it during the short period of the 
convention. They might be further 
ahead in the end if some of 
them just sat around and _list- 





LST MN i srtee FRes ———— 





" Swanson 





Juergen White 


SPECIAL MEETING for 65 Veltex dealers in the Los Angeles area was held when 
Fletcher Oil Co., Los Angeles, took on the sale of the Goodrich Safety-Seal “400” 
tubeless tire. Present at the meeting were Robert W. West and Howard T. Swanson 
of the Goodrich Associated Lines Division; Walter A. Juergen, Fletcher sales manager 


and Charles O. White, Ethyl Corp. 
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THE 
DOUBLE 
REDUCTION 
REAR 


An Autocar Invention 


ee 


Autocar evolved the double reduc- 
tion principle in rear axle construc- 
tion. The patent is dated 1902. 

Instead of transmitting the engine 
power to the driving axles through 
one pinion and gear, Autocar utilizes 
two pinions and two gears. Result: 
rear ends of greater strength and 
more power. 

Gears and pinions are, of course, 


A UTO CAR matched and sound-tested before as- 
sembly so that every gear tooth 
makes proper contact and functions 

TR U C KS quietly in operation. 
When you buy Autocars, you get 


AUTOCAR DIVISION quality workmanship which assures 
OF THE WHITE MOTOR COMPANY you of first - year performance for 
Exton, Pa. year after year of low-cost hauling. 


Autocar Trucks are sold and serviced throughout the world 





Autocar Division of The White Motor Company 
Exton, Pa. 


Please send me the Autocar Fact Booklet. 





JUST OFF THE PRESS! Name and Title 


Tells you about Autocar’s 


Firm Name 





other exclusive advantages. 
Address 





No. of trucks in fleet 





Type of operation 
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SERVIGE STATIONS 
SELL COCA-COLA MORE 
OFTEN THAN ANYTHING 

EXCEPT GASOLINE ! 


A recent survey of over 15,000 service station customers 


brought out these two interesting points: 





Next to gasoline, Coca-Cola is the 


most popular item the service station 
carries. 


> D Four out of five people who buy Coke 
| get out of their cars. 


Point No. 1 means that a big red cooler for Coca-Cola out 

in front of your station brings in plenty of profitable business. Your Coca-Cola Salesman will 

Point No. 2 means that when customers buy Coke, you’ve ae ae ae eee Soe Cee A 
: advantage of Coca-Cola as a 

got them right where you want them—out of their cars and 


sales and profit builder. Talk 
in buying position for money-making TBA items. to him next time he comes in. 


Yer Qoar,- ola Laltiman, 


“COKE” 18 A REGISTERED TRADE-MARK aa 
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ened to what the oil men have to say. 

But let us not take the absurd posi- 
tion of asking for a complete suspen- 
sion of all selling effort at these con- 
ventions. Among a large group of men 
whose daily activities are closely re- 
lated to selling, and who are gathered 
at a meeting for the express purpose 
of improving oil industry merchandis- 
ing, it would be inconsistent anyway. 

If there seems to be excesses of so- 
cial activity or entertainment, let us 
remember that these are no more than 
are common in all U. S. and Canadian 
business circles. You will never find 
business men in either country who 
will meet in an atmosphere of gloom 
and austerity. 

On the other hand, in friendly sur- 
roundings, there are a lot of valuable 
suggestions passed around, often in the 
form of casual conversation. And re- 
gardless of any undercurrents of sales 
activity, conventions are powerful 
stimulators of those intangibles such 
as enthusiasm and inspiration. 

Perhaps, now that oil men have 
demonstrated what kind of a conven- 
tion they like, future meetings of the 
TBA group may strike a happy bal- 
ance. It may not be clear which is 
cause and which resuit, but certainly 
the TBA business has been better as 
the TBA conventions have become 
bigger. 


Information 


For those wishing to contact Oil 
Industry TBA committee chairman on 
matters related to the annual conven- 
tion to be held at the Chase and Park 
Plaza hotels in St. Louis on Monday 
and Tuesday, Nov. 29-30, following 
is a list of names and addresses: 

Leo J. Spanuello, Pure Oil Co., 
35 E. Wacker Drive, Chicago 1, IIl., 
chairman of arrangements and regis- 
trations. 

W. A. Green, Dayton Rubber Co., 
2342 Riverview Ave., Dayton 1, 
Ohio, chairman of the entertainment 
committee. 

W. P. Thoreson, Signal Oil Co., 
811 W. 7th St., Los Angeles, Calif., 
chairman of the program committee. 

J. A. Gier, Cities Service Oil Co., 
20 N. Wacker Drive, Chicago 6, IIl., 
chairman of the publicity committee. 

R. C. King, Standard Oil Co. 
(Ohio), Midland Bldg., Cleveland 15, 
Ohio, chairman of the statistical com- 
mittee. 

Mrs. Herbert D. Smith, Bingham 
Ave., Rumson, N. J., Chairlady of 
Wives Activities. 

Herbert D. Smith, U. S. Rubber 
Co., 1230 Sixth Ave., New York 20, 
N. Y., Chairman of Suppliers’ Group. 


Convention 


Feldman 


Octjen 


Zifchak 


DRY-CHARGE BATTERIES is topic of discussion by A. A. Feldman, Prest-O-Lite 
sales manager; Al Oetjen, assistant TBA manager, Standard of Indiana; and George 
W. Zifchak, Atlas Supply Co., during May meeting of the Association of American 
Battery Manufacturers, at White Sulphur Springs, W. Va. 


Drown Moss 


Stenger 


TBA MEN MEET in lobby of Greenbrier Hotel, White Sulphur Springs, W. Va., dur- 
ing May convention of Assn. of American Battery Manufacturers. Waiting to attend 
merchandising session are Lyle Drown, United Motor Service Co., Detroit; John Moss, 
Goodyear Tire and Rubber Co.; and Gilbert Stenger, B. F. Goodrich Co., both of Akron 





Tubeless Tire Predictions 


Predictions that tubeless tires will 
appear as original equipment on some 
1955 models are becoming more as- 
sured and more specific. In mid-May 
Ward's Automotive Reports, a statis- 
tical service on motor vehicle output, 
published in Detroit, carried a fore- 
cast that Pontiac and Chevrolet would 
use tubeless tires in 1955. 

Automotive News, another Detroit 
publication, makes a more sweeping 
forecast, to the effect that on the new 
models “each of the major car pro- 
ducers will offer tubeless tires, at least 
where white sidewalls are ordered.” 
Further observations suggest that the 
present conventional tire and tube will 
disappear as original equipment in 
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less than five years; and that by 1960 
they will no longer be used as re- 
placements on older cars. 

Coupled with these predictions is 
the comment that once tubeless tires 
are adopted as original equipment, 
both car dealers and service stations 
will need to be trained in how to in- 
stall and service them. 


New Insecticides Introduced 


Two new insecticides have been 
brought out by Standard of Indiana. 
Both are put up in push button pres- 
sure spray cans. The first, called 
Mothban, acts as a moth killer and 
mothproofing agent. The second, call- 
ed Pressur-Pak plant spray, is designed 
for use on house plants, and for spot 
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spraying on small gardens as well as 
in flower shops and greenhouses. 

How-to-do-it folders for consumer 
guidance on insect control have been 
completely revised for 1954 under the 
directions of the company’s horticul- 
tural and entomological staff. In- 
cluded are a “Home Owner’s Guide 
for Better Lawns and Gardens” and 
folders on various household insecti- 
cides. 

The two new insecticides are now 
available for the first time in Stand- 
ard of Indiana’s 15-state marketing 
area. Both were test-marketed in se- 
lected areas in 1953. Both will be 
featured in forthcoming consumer ad- 
vertising, along with other items in 
what is now a wide line of weed and 
insect control chemicals. 

Among other home, garden and 
lawn specialties which will come in 
for attention during the advertising 
campaign are the company’s garden 
dust, aerosol insect killer, crabgrass 
spray, roach and ant spray, insect 
spray with DDT, 25% DDT concen- 
trate, and 2-4-D weed killer No. 4. 
Window displays, radio, television and 
newspaper advertising will promote 
the complete line. 


Three Dimensional Tire Sign 


One of the latest innovations in tire 
identification is the three-dimensional 
Hood lire sign now being installed 
by Skelly Oil Company service sta- 
tions. 

This new sign is shaped in the form 
of matching halves of a tire, and from 
a distance gives the appearance of be- 
ing an actual tire. The two halves are 
mounted back-to-back on ordinary 
illumination poles. They make an un- 
usually dramatic two-way pole sign, 
or one half can be used effectively as 
a single face wall sign. 

Both halves of the “tire” portion 
are individually molded out of a spe- 
cial hardy, weather resistant com- 
pound of black plastic material. The 
white sidewall, tire hab cap and hood 
trade-mark are fashioned from a sin- 
gle sheet of steel, embossed and fin- 
ished in brillant red, white, and blue 
baked enamel colors. The metal por- 
tion of the sign is attached to the 
plastic tire at the factory. 

The sign is as versatile as it is at- 
tractive: (1) When using only half of 
the sign, it can be placed against the 
side of a building as a wall sign; (2) 





Registered 
Professional Engineer 
in Wisconsin 


other 


Serving Industry 
Since 1947 


To all Buyers of Petroleum Products— 


RE: ONS 
FUEL, LUBRICATING, DIESEL, VEGETABLE, KEROSENE, GASOLINE 


We are equipped to Fy ge the above oils by the following and 


We Maintain A 
Well Equipped 
Laboratory 





ASTM D240-39 
2. ba oy Gravametric 
ASTM D129-49 


ASTM D88-44 . 


ASTM D287-39 

ASTM D93-46 
ASH 

ASTM D482-46 . 

ASTM D 


ASTM D97-47 ..... 
NOTES: 


repaid 





1. BTU: Using Parr Soa Calorimeter 


3. VISCOSITY: Saybolt Viscosimeter 

. At One Temperature 

At Two Temperatures . 
. GRAVITY: Westphal Balance or Hydrometer 


. FLASH POINT: (Pensky- Martins Closed Tester) 


. CARBON ho CONRADSON > 
189-46 + 
. CLOUD AND POUR POINT | 


. A $5.00 credit allowed on each sample for which test costs a total 
of $35.00 or more. Also a further 10% discount on groups of 4 or 
more samples submitted at the same time. 

Above Y on are for samples delivered at the laboratory, express 


ize of sample — preferable one quart. Labels should give name 
and address Of sender, date and tests desired. 


W. J. COTTON LABORATORIES 


3530 WEST FAIRMOUNT AVENUE 


MILWAUKEE 9, WISCONSIN 
PHONE: Hilltop 2-3405 


CONSULTING CHEMISTS & CHEMICAL ENGINEERS 


prices as follows: 
$15.00 
$10.00 


$ 5.00 
$ 8.00 


$ 5.00 
$10.00 
$ 8.00 
$10.00 
$10.00 














it can be mounted high on a steel pole 
as a 2-way sign for approaching traf- 
fic; (3) it can be installed at eye level 
on a 4”x4” wood pole near the curb 
as a 2-way eye catcher for island 
traffic. 

Quick, secure installation in the 
field is the keynote of this sign. On 
the inside of each tire shell are two 
horizontal metal bands which can be 
easily slipped over metal bracket as- 
semblies attached to the pole. 


New Dealers for General Tire 


General Tire & Rubber Co. in May 
started selling its tires through Atlantic 
Refining Co. dealerships in the Great- 
er Cleveland area. The move marks 
the first time General Tire has mar- 
keted tires anywhere outside its own 
dealer organization. 

Sixty Atlantic dealerships in this 
area are affected. The deal is being 
handled through Broadway Petroleum 
Co., Atlantic’s largest distributor in 
Cleveland. Stations receiving General 
tires from Broadway Petroleum will 
sell them on an exclusive basis. The 
deal will not affect a minority of At- 
lantic dealers in this area who receive 
their tires from Atlantic’s two other 
distributors here, Parker Refining Co. 
and Universal Oil Co. These outfits 
will continue to sell Firestone and 
other brands of tires. 

It has been General Tire’s practice 
to market only through a single com- 


NATIONAL PETROLEUM NEWS °* July 21, 1954 








pany-owned distributorship in each 
city, and officials point out that they 
are not abandoning that policy. But 
they do feel that the spread of cities 
toward suburbs, and resultant shift in 
tire-buying areas, necessitates broader 
coverage for their product. They 
describe the Cleveland operation, 
through Broadway Petroleum, as a 
company experiment, one which may 
or may not be the prelude to similar 
arrangements in other large cities, de- 
pendent on sales results here. But the 
“experiment” is on a permanent basis. 

General tires marketed through At- 
lantic stations will be advertised under 
General’s own name, and will be 
priced at the same levels as those 
selling at company-owned distributor- 
ships. Atlantic dealers will have the 
privilege of selling General Tires on 
a down-payment basis. 

Financing will be done by General 
Tire Acceptance Corp., a financing 
subsidiary of the parent firm which 
now buys paper from the company- 
owned distributorship here. 

Company officials say they hope 
and anticipate that General Tire sales 
in the Cleveland area will be boosted 
substantially, but that the plan is too 
new to make any evaluation yet. 





MODEL 500-A Truck tanks 
by Progress are custom built 


te meet your specifications. 


Booklet on Tires 


A new booklet designed to help 
both dealers and truck owners select 
the right tire for a specific job has 
been published by Seiberling Rubber 
Co. It calls attention to such factors 
as load distribution for front and rear 
axles, load and speed ratios, and tire 
clearance measurements, and suggest 
that thought be given also to using 
the right tube, rim and flap. 

A section on tire care tells truck 
operators how to save money on tire 
costs. It explains, for instance, how 


the practice of bleeding air from tires 
when hot, invites underinflation and 
possible blowouts. Interested persons 
may secure a copy free from Seiber- 
ling’s Truck Tire Sale Dept., Akron 
9, Ohio. 


TBA Items Get Special ‘Plug’ 


Standard of Kentucky is giving 
some extra attention this year to two 
“big-ticket” items in the TBA line, 
outboard motors and seat covers. The 
outboards will be sold under the Atlas 
brand and will include a 3 H.P., a 5 
H.P., and a 12 H.P. model. The seat 
covers are the Carlton brand, offered 
to dealers in both ready made and 
custom tailored price lines. 


New Lamp Guide Out 

A revised lamp and flasher servic- 
ing guide is being launched by Tung- 
Sol Electric, Inc. The 1954 guide con- 
tains installation instructions for all 
lamps and complete lamp and flasher 
replacement specifications. 

New features this year include sim- 
plified aiming instructions for head- 
lamps; a cross index of passenger car 
lamp specifications; foreign car speci- 
fications; suggestions on how the 


ATTENTION TO DETAIL and consideration 


of the customer's desire for a quality tank makes 


Progress a recognized leader in the field of 


custom fabrication. Your next custom built truck 


or trailer tank should be by Progress. 


MANUFACTURING COMPANY, INC. 
ARTHUR: ILLINOIS 
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dealer can increase TBA profits with 
lamps; reduction of truck specifica- 
tions to only those trucks likely to 
come in to the average service station; 
and a description of Tung-Sol’s new 
transparent, plastic lamp merchan- 
diser. 


New Seiberling Tire 


In a demonstration last month in 
Detroit, Seiberling Rubber Co., intro- 
duced a new tire, the 1954 version of 
the Seiberling Safety Tire, largest 
seller in the company’s line. At the 
demonstration Seiberling explained 
that what the car owner needs today 
is a tire that will withstand blows. 
Cars ride easily at high speed, and 
apparently car owners give little 
thought any more to holes in the road. 
Experience shows that bruise failures 
on the extra low pressure sizes used 
on the later model cars are more nu- 
merous than on the corresponding 
conventional tires. 

These facts led Seiberling to im- 
prove the resistance to impact breaks 
by increasing the number of cords per 
inch, and by adding an extra layer of 
cord fabric between the tread and the 
carcass cord. The resulting tire was 
shown by the demonstration to have 
unusual ability to withstand damage 
from heavy blows. 

Like its predecessors, the 1954 Sei- 
berling Safety tire will carry a list 
price about 25% higher than first- 
quality, 100-level tires. 

Seiberling is the only tire maker that 
has no second and third price lines. 
Its lowest price tire is a 100-level tire. 
In addition the company makes a 125- 
level tire, which is the Safety tire, and 
a 190-level premium tire, the Seiber- 
ling Safe-Aire. 


Electric Lug Wrench Campaign 


Tide Water Associated Oil Co., 
Western Division, has started a cam- 
paign to equip dealers with an electric 
lug wrench. Dealers are being urged 
to speed up their tire changing methods 
by use of modern mechanical equip- 
ment. Tide Water is offering its dealers 
a special deal on a complete Millers 
Falls Impact Tool. 
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Special Offer to Sinclair dealers 

Sinclair is making a special offer to 
its dealers on Sinclair Silicone Cleaner 
and Polish consisting of a Dupont 
Turtleback Sponge free with each 
order for a case of one dozen cans. 
To help promote sales of the polish, 
Sinclair credit card holders are get- 
ting a coupon good for a ten cent re- 
bate on a can of polish. Dealers who 
redeem coupons may in turn redeem 
them for full value on re-orders of 
polish. 


TBA PERSONALS 


William A. 
Green has been 
appointed mana- 
ger of Private 
Brand Accessor- 
ies Sales at Day- 
ton Rubber Co. 
He was formerly 
in charge of pe- 
troleum tire sales 
with the Associ- 
ated Lines Div. 
of B. F. Good- 
rich Co., and during that period was 
the first national chairman of the Oil 
Industry TBA Group. For some years 
thereafter he took a leading part in the 
TBA Suppliers’ Committee. Norman 
Biggers will continue to head Dayton’s 
petroleum Tire Sales department. 

* 

W. K. Abeles, Purolator Products 
Corp., had to pass up the Midwest 
TBA conference in Chicago since he 
had not fully recovered from the 
effects of a recent visit to the hospital. 
He is chairman of the Suppliers’ Ac- 
cessory Committee. 

Ernie Digweed, Cities Service Oil 
Co., Chicago, also missed the Mid- 
west TBA meeting. He had to be in 
Tulsa, so his place on the accessories 
panel was taken by Albert G. Welter, 
the new TBA manager at the Cities 
Service regional office in Cleveland. 

Pete Hirleman, Cities Service, New 
York was also present at the Chicago 
TBA meeting. 





W. A. Green 


© 

E. J. McCabe, TBA manager at 
Carter Oil, was one of a group of 
marketing officials who got out on the 
driveway and pumped gasoline into 
customers’ cars when one of Carter’s 
dealers opened a new station in Miles 
City, Colo., recently. The station hung 
up a record for a single day grand 
opening for Carter outlets of better 
than 15,000 gal. 


* 
W. E. Wayland, Montreal division 
manager, Canadian Oil Companies, 


had occasion recently to accept, for 
the Eastern division, his company’s 
White Rose TBA trophy. Over the 
past five years the trophy has been in 
the temporary possession of five dif- 
ferent sales divisions, but it is now 
permanent property of the Eastern 
division. In presenting the trophy, 
Grant Littlefield, TBA manager ob- 
served that Canadian Oil TBA sales 
in 1953 set a new high record. 
. 


Royce G. Martin, president and 
chairman of the board of Electric 
Auto-Lite Co., died of a heart attack 
May 1, in Lexington, Ky. He was 
born in Clint, Texas, in 1884. His 
first job was as apprentice for the 
Western Electric Co., at Chicago. He 
became president of Auto-Lite in 1934 
as a result of a merger with Moto- 
Meter Gauge & Equipment Corp. The 
latter firm was in turn the outgrowth 
of a series of mergers involving the 
Safe-T-Stat Corp., Brooklyn, N.Y.; 
Nagel Electric Co., Toledo; Moto- 
Meter Co., Long Island City, N.Y.; 
and the National Gauge & Equipment 
Corp., La Crosse, Wis. 

Martin succeeded to chairman of 
the board of Auto-Lite in 1944 after 
the death of C. O. Miniger, founder 
of the firm. 

e 
M. F. Duffy 
and W. A. Hart- 
quist now hold 
new posts in the 

B. F. Goodrich as- 

sociated tires and 

accessories  divi- 
sion. Mr. Duffy, 
with the division 
since 1935, is 
eastern zone man- 
ager. Mr. Hart- 
quist, a Goodrich 
veteran since 1946, takes over as 
field merchandiser in the north central 
zone. 


M. F. Duffy 


- 

R. M. Hollingshead III has been 
named general manager of west coast 
operations for R. M. Hollingshead 
Corp., of Camden, N.J. A new plant 
is being put up in Sunnyvale, Calif., 
to which point the present San Fran- 
cisco Office will be moved when the 
new plant is completed around Jan. 1 
of next year. 

& 


O. B. Cowsert, who has been asso- 
ciated with Continental Oil Co.’s mar- 
keting operations since 1937 has been 
promoted to assistant manager in 
charge of TBA sales at the Kansas 
City division. He will direct TBA 
sales through Conoco dealers in Mis- 
souri and Kansas. 
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. Reesinxe 


Buckeye’s New “Twist-Of-The-Wrist” Fill Cap 


@ Buckeye’s No. 871 “PresTite” Fill Cap is 
all-new ... all-brass . . . the simplest 
all-around protection ever devised against water 
seepage. It slips on or off quickly and easily— 
seals tightly without the use of tools. 
Location of sealing surface prevents damage 
during filling or handling. Threadless construction 
guarantees safe service year after year. 
Here’s how it works: 

A removable, durable “O” ring 
inside the “PRESTITE” cap 
forms a slip-fit against the 
sealing surface on the body. 
A twist of the wrist, and the cap 
is fastened on—forming a perfect 
seal. Another twist, and it's off— 
ready for filling. Buckeye 
No. 871 “PresTiTe” can be used 
with or without a manhole-type 
flush box. It is available in 2, 
2%, 3 and 4-inch sizes. 


MAIL COUPON FOR THE NEW 


coal CATALOG No. 14 


| BUCKEYE IRON & BRASS WORKS, Dept. N, 
! Box 883, Dayton 1, Ohio 
1 Please send information on: 
| O No, 871 PresTite Fill Cap 
OO New Catalog No. 14 
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SERVICE is the foundation stone of Louis Williams’ success as a service station operator in the nation’s capital 


How Good Service Tripled Station Volume 


A Texaco dealer in the District of Columbia has overcome the 
drag of a limited education and also has bounced back from three 
years of Army service to establish a three-station “chain” since hook- 
ing up with his supplier in March, 1947. 


He is Louis E. Williams, 39, 
with headquarters at his Fort 
Carroll station on Nichols Ave. 
in southeast Washington. 

Two newer six-pump stations are 
rolling along well, but it is at the Fort 
Carroll station that Williams’ success 
can best be measured. Gasoline vol- 
ume under the former dealer averaged 
about 9,000 gal. monthly. By 1950, 
Williams’ plugging and “give ’*em 
service ’til it hurts” philosophy brought 
this up to an average of almost 50,000 
gal. monthly. One of his new stations 
about one mile down the road has 
resulted in a drop-off at Fort Carroll. 
But gallonage is holding steady at 
upwards of about 30,000 gal. monthly. 

Dollar figures are just as outstand- 
ing, with gross volume of business 
having tripled from 1947 to 1954. 
The Fort Carroll station is grossing 
about $33,530 monthly now, as against 
$11,000 monthly in 1947. 

With only a grammar school educa- 
tion and off a farm in Maryland, Wil- 
liams latched on to his first service 
station job as an attendant at a Texaco 
station in 1933. After moving through 
several jobs at various stations over 
the next few years, he found employ- 
ment elsewhere in 1938. 

His Own Station—But the station 
service urge couldn’t be resisted and, 
in 1939, Williams acquired his first 
dealership, with Cities Service. Then 
he moved over to Amoco in 1940 and 
just was getting rolling when called 
to Army service in April 1942. Wil- 
liams tried to keep his business going 
with a manager, but that didn’t pan 
out. He was forced to drop his dealer- 
ship late in 1942. 
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It wasn’t easy for Williams in get- 
ting started after his Army discharge 
in 1945. He hooked on with Esso, 
but the station property was sold the 
following year and he was given a new 
location in June, 1946. This, how- 
ever, did not solve Williams’ problem 
of rebuilding his service station 
career. The station was small and con- 
gested and nothing could be done to 
relieve conditions. So he started shop- 
ping anew and finally signed up with 
Texaco in March, 1947, for the Fort 
Carroll station. Working through a 
partner, Williams retained his interest 
in the Esso station for another year. 
And in March, 1948, all Esso connec- 
tions were dropped, with Williams’ 
partner moving over to the new opera- 
tion. The dealership is organized as 
Fort Carroll, Inc. Williams is presi- 
dent and his associate, Charles J. 
Trosino, is secretary-treasurer. 

Williams didn’t find establishing his 
business an easy job. To buy in, he 
had to borrow $3,500 from a bank to 
be repaid in one year. But day after 
day of 14-16 hour grinds did the trick. 
Eight to 10 months after taking over, 
Williams felt h@was over the hump, 
and business definitely was on the up- 
grade tq stay. ¢ 

What dt Takes—Does Williams have 
any “secret” of success? 

Just “sweat and service.” 

A good part of those long hours of 
work was devoted to offering the cus- 
tomers every possible service, includ- 
ing personal talks on the type of 
service they were getting and what 
might be lacking. Today, windshield 
wipings are automatic. Under-the- 
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hood inspections, if the customer de- 
sires, are made cheerfully. (This serv- 
ice had been automatic—and still is 
for customers with known habits— 
but was put on a request basis upon 
evidence that some customers felt it 
leaned toward “pressuring.’’) 

Manpower Problems —— Williams 
finds the District of Columbia a tough 
labor market, with personne! turn- 
over rather frequent. He has no par- 
ticular solution, other than trying to 
keep wages fair and part-time help to 
a minimum. He’s sensitive about hir- 
ing school boys to fill in evenings, 
weekends or summers, noting that a 
good many customers appear to be 
skittish about youths servicing their 
automobiles. 

Located next to a tavern, Williams 
finds liquor a problem with personnel. 
New help is flatly warned against tak- 
ing even that one drink on the job, 
since one whiff might be enough to 
drive away customers. 

Hours at the three stations are 
tailored to the trade. Fort Carroll 
operates from six a.m. to 12 midnight. 
Williams’ station in nearby Suitland, 
Md. (acquired in 1950) is open from 
six a.m. to 10 p.m. The third station 
about one mile from Fort Carroll (and 
taken over in July, 1953) has the busi- 
ness to justify a 24-hour operation. 

Volume Good—The Suitland sta- 
tion had been averaging about 38,000 
gal. monthly when it was opened. 
But competition has stiffened, with 
three new stations now in business 
within two blocks—including one that 
is selling at least 2¢ “below the mar- 
ket.” Nevertheless, Williams’ station is 
holding its own and averaging now 
about 28,000 gal. monthly. The third 
station (that has drawn some business 
from the Fort Carroll operation) is 
running about 35,000 gal. monthly. 
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Station Building Permits Continue to Drop 


Service station building permits dur- 
ing May continued on the downgrade 
that began in April, with 12 less per- 
mits granted for a decrease of 2.3%. 

Permit value, however, was up 
slightly—from $7,083,000 to $7,097,- 
000. 

Compared with May, 1953, figures, 
the latest report showed an increase 
of 13.2% in the number of permits 
issued and a rise of 18.7% in permit 
valuation. 

Largest drop in the number of 
permits was in the East South Central 
region, where the total fell from 40 in 
April to 22 in May. South Atlantic 
permits dropped from 65 to 54 and 
New England’s total fell from 33 to 
23 permits. 

Cities containing about 85% of the 
urban population of the country are 
the basis for this building permit sur- 
vey. 

But the totals do not give a positive 
indication of the number of service 
stations actually built. No adjustment 
is made for lapsed building permits or 
for the lag between issuance of the 
permit and beginning of construction. 

The tabulation is made by the Bu- 
reau of Labor Statistics and pertains 
only to gasoline service station con- 
struction within urban places. The ur- 
ban classification, as defined by the 
Bureau of the Census, includes only 
incorporated places with a population 
of 2,500 or more in 1940 and, by 
special rule, a small number of unin- 
corporated civil divisions. 





BARRETT automatic 
Filling and Crimping E t 


eS Pw 





for handling greases and other 
viscous fluids. 

@ No operotor required. 

@ 100% air operated. 

Fills, seals, stamps and counts lug 
cover pails. Output of 15 pails per 
minute. Write for details on installa- 
tion to meet your requirements. 


a ee ee 
Wanufacturing Co. 
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PETROLEUM 


Region and State 


Total 
New England 


Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 
Vermont 


Middle Atlantic 
New Jersey 
New York 
Pennsylvania 


East North Central 
Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


West North Central 
lowa 
Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


South Atlantic 
Delaware 
Washington, D. C. 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


East South Central 
Alabama 
Kentucky 
Mississippi 
Tennessee 


West South Central 
Arkansas 
Louisiana 
Oklahoma 
Texas 


Mountain 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
Wyoming 


Pacific 


California 
Oregon 
Washington 


* Preliminary. 


NEWS 


(Valuations are in thousands of dollars.) 


May* 
1954 


513 


23 


—e 


—AOo~)-+ Owe 


7 
17 
55 


6 
16 


+ None reported. 


Number 
April May 
1954 1953 1954 1954 
525 453 $7,097 $7,083 
33 16 331 382 
3 117 18 
’ ; 39 
252 
5 


May* April 


64 


NsHwom- 


ars a 
won — 


i] 
= 


+o~ 


an 
NMwNeKnN 


a 


-fhh st AwoY 3 w 


Valuation 


May 
1953 


$5,979 
262 

34 

175 

33 


20 





EQUIPMENT 


‘Package Service Station’ on the Market 


Columbian Steel Tank Co. of Kansas City, Mo., is offering a complete pre- 
fabricated steel service station unit. Large plate glass windows at the front and 
sides give full visibility for merchandise. The floor plan provides a 20x10-ft. 
office area and a 20x20-ft. area in the rear for storage or service. Columbian 
also plans to produce the new design in single or double connected lubritoriums 


to match the office unit. 





“~ struction members. The unit has only 


Prefab Display Stand 


A merchandising display stand that 
can be assembled in two minutes with- 
out using nuts, bolts or screws, now 
is available with wrought iron con- 


six basic parts—three iron structural 
members and three shelves. The height 
of the top shelf is 42 inches and the 
stand offers a total of 32 sq. ft. in 
surface space. Standard color is neu- 
tral beige. Great Lakes Store Fixture 
Co. 

Circle No. 1 on Reply Coupon 


Tank Level Gauge 


The Magnalux tank gauge shows 
the height of any liquid, including 
liquefied gases stored under pressure. 
It can be used on existing tanks with- 
out cutting holes in the tank. The de- 
vice consists of a non-magnetic col- 
umn that is connected to the liquid 
and vapor space of the tank. Within 
the column, a float is free to rise and 








e FOR FURTHER INFORMATION 


On equipment or literature described in this issue: CIRCLE THE NUMBER 
below. Fill in the reply coupon, clip and mail to 


@ Readers’ informetion Service 
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330 W. 42nd St., New York 36, N.Y. 
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fall. As the liquid in the tank changes 
level, the liquid flows through a con- 
necting tube to the column and levels 
out in the column itself. The float, 
which has a magnet connected to it, 
follows this change in level. Liquid- 
vision Gauge and Control Corp. 


Circle No. 2 on Reply Coupon 


Handy Lift Truck 


“Shop Caddy,” a two-wheel hand 
truck, embodies a hydraulic lift ca- 
pable of raising loads of as much as 
500 Ib. It is designed for loading and 
unloading trucks and stacking boxes. 
The lifting platform, when down, is at 
floor level for easy loading. When the 
load is on, a few strokes of the lever 
will raise it to the proper height. The 
device has a lifting height of 36 inches. 
The platform is 16 inches long and 20 
inches wide. Precision Equipment Co. 


Circle No. 3 on Reply Coupon 


Winches for Wreckers 


Two 7,000-Ib. capacity truck 
winches for standard and low mount- 
ing are fitted for light-duty wrecker 
use and materials handling applica- 
tions. The winches are of the worm- 
gear, jaw-clutch drum type, designed 
for slow, heavy pulls with intermit- 
tent operation. The clutch is lubri- 
cated and fully enclosed in the gear 
case to protect against weather and 
dirt. Gar Wood Industries, Inc. 


Circle No. 4 on Reply Coupon 
Radios Easy to Maintain 


DuMont claims quick and easy 
maintenance for its mobile radio sys- 
tems. New models feature a special 
antenna filter system that eliminates 
transmission and reception of trouble- 
some signals. Low primary power re- 
quirements minimize the need for 
special generator wiring and batteries, 
says the company. They are available 
for either 6 or 12-volt operation. Allen 
B. DuMont Laboratories, Inc. 


Circle No. 5 on Reply Coupon 
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Jack Easy on Operator 


Operating in less than 2 sq. ft. of 
space, a pneumatic-type bumper jack 
is “so completely automatic it will 
bring ‘push button’ ease to a tough, 
time-consuming automotive job,” the 
company says. The jack is activated 
by the standard compressed air supplv 
of a service station. The operator 
presses the air chuck to a waist-high 
valve and the two bumper arms, con- 
nected to the piston, are raised, lifting 
the car. The controls remain waist- 
high, even when the lifting arms are 
raised to full height. Big Four Indus- 
tries, Inc. 

Circle No. 6 on Reply Coupon 


Arms Ease Spring Load 


Guardian Radius arms for trucks 
and tractors transmit braking and 
starting forces from the axle to the 
frame, leaving the truck springs to do 
the cushioning job for which they are 
intended. The result, says the manu- 
facturer, is the elimination of the 
forces that wind up springs, break 
center bolts, fatigue and break leaves 
and cause expensive breakdowns and 
repairs. The radius arm is composed 
of three spring leaves of varying 
lengths, held together with conven- 
tional spring clips. The frame brack- 
ets, part of the kit offered by the man- 
ufacturer, provide for attachment of 
the radius arm at any one of five 


points, depending on the distance from 
axle to bracket. Truck Equipment Co. 
Circle No. 8 on Reply Coupon 


Fill Tube Stops Vapors 


A fill tube for unloading gasoline 
into underground storage tanks cuts 
down the dangers of overflow and 
escaping vapors. The device remains 
attached to the truck tank hose. When 
a fill is to be made, the operator drops 
the tube into the fill pipe and presses 
down on the lever handle. When this 
is done, the composition sealing sleeve 
expands and forms a vapor-tight con- 
nection with the inside of the fill pipe. 
A. Y. McDonald Mfg. Co. 

Circle No. 9 on Reply Coupon 

















FIG. 143 


FIG. 242 

















Bulk Plant Fire Losses can be 
minimized by the installation 





of Morrison Escapement and 
Emergency Valves. 


PROTECT YOUR BULK PLANT NOW. | 


Details furnished on request. 






































Air-Operated Tire Tool 


FIG. 272 HO 


Equipped with a specially designed 
“spoon” for bead breaking, a new air- 
operated tire removing tool is built 
for heavy-duty application. The 30-Ib. 
unit is particularly adaptable for fast 
truck tire removal, repair and replace- 
ment, the manufacturer says. Inde- 
pendent Pneumatic Tool Co. 


Circle No. 7 on Reply Coupon 









































MORRISON BROS. COM PANY 


Oll EQUIPMENT HEADQUARTERS 
DUBUQUE, IOWA 
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LITERATURE 


Micronic Filter Catalog 


Micronic Filters for the petroleum 
and aviation industries are covered 
in a new bulk filtration catalog. The 
28-page booklet includes drawings 
and photographs, performance charts 
and engineering specifications on the 
complete line. Purolator Products, Inc. 

Circle No. 10 on Reply Coupon 


Bulk Tanks Described 


The complete line of Graver bulk 
storage tanks is covered in a new 15- 
page booklet. Accompanied by photo- 
graphs, drawings and _ diagrams, 
specifications are given on_ tanks 
manufactured for use in the oil and 


To Multiply Sales 


Multiply Displays 
with 


OPACO '2-WAY' 


Can Racks 


Increase your oil sales by displaying cans at 
many o— laces than on the pump island. 
Opaco Can Racks, sturdily built of all welded 
steel construction, are 
designed to give an in- 
expensive two-way 
display of oil cans at 
various points of sale 
around the service sta- 
tion. Opaco Can Racks 
are now hot degreased 
and come with a 
baked-on enamel fin- 
ish to insure an at- 
tractive, easy-to- 
clean surface for 
long, hard wear. 
‘Two sizes for 20 or 
30 1 quart cans, 
with or without 
sign holder. 





Model No. 3001 

Three tiers on 2 sides, five 

1 qt. cans per tier, total 30 1-qt. cans. 
384° high with sign holder, only 274° high 
without. Spread on bottom 19”. 


Model 

No. 3001N 
Same construc- 
tion as Model 
3001 but without 
sign holder. 
Holds three tiers 
on 2 sides, five 
1 qt. cans per 
tier, total 30 1-qt. 
cans. 





NOW AVAILABLE— 
Baked enamel or porcelain signs provide a 
permane nt advertising message in colors. 
20 ga. steel . . . will not bend. Estimates on 
request. 
Write ‘>r details and prices 


baie) \eekee) 17-1. be 


3540 S. Wabash Ave. - Chicago [5, IH 


other industries. The publication also 
includes information about the com- 
pany and its plant facilities. Graver 
Tank & Manufacturing Co. 

Circle No. 11 on Reply Coupon 


Coating with Vinyls 

Basic data on vinyl coatings is 
given in a new bulletin on Polyclad 
coating materials. The booklet covers 
five types of vinyls, with complete 
primer requirements for all types of 
surfaces, including rusty steel and 
old coatings. Polyclad coatings are 
recommended for maintenance paint- 
ing, lining steel tanks and other uses. 
Carboline Co. 


Circle No. 12 on Reply Coupon 


Coupling Facts Told 


Construction and operation of a 
quick operating, non-leak hose coup- 
ling for oil and other lines is described 
in a new 16-page booklet. Two of 
the main selling points are a sealing 
action that makes the coupling tighter 
as internal pressure increases and a 
full swiveling action that prevents hose 
twisting and kinking. Also described 
are single and double-check valve 
modifications of the coupling that 
permit disconnecting lines without 
shutting down pumps and prevent 
escape of fluids when lines are opened. 
Titeflex, Inc. 


Circle No. 13 on Reply Coupon 


Cleaner Described 


Metso 66, a readily soluble alkali- 
silica compound for service station 
cleaning, is covered in a new instruc- 
tion folder. The manufacturer says 
the product is non-flamable and safe 
for use around gasoline and other oil 
products. Other uses are for cleaning 
automobile and truck chassis and 
white sidewall tires. Philadelphia 
Quartz Co. 


Circle No. 14 on Reply Coupon 


Pocketful of Facts 


Motor oil and gear lubricant rec- 
ommendations for 1954 have been 
complied in a pocket-size booklet. 
Designed for quick-reference at the 
pump island, the booklet includes rec- 
ommendations for passanger cars, 
trucks and farm tractors. All U. S. 
passenger car makes are covered from 
1941-1954 and some as far back as 
1938. The booklet covers 85% of the 
passanger car population. Twenty 
makes of trucks and the models of 
16 tractor manufacturers are included. 
Chek-Chart Corp. 


Circle No. 15 on Reply Coupon 
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H. H. Layritz 


Melvin W. 
Pauly and Harold 
H. Layritz have 
moved up in the 
sales department 
of Lunkenheimer 
Co., Cincinnati 
valve manufactur- 
ing firm. Pauly, 
who joined the 
company in 1950, 
becomes general 
sales manager, 
and Layritz, a 27-year veteran with 
Lunkenheimer and formerly central 
division sales manager, takes over as 
Pauly’s assistant. Harry A. Burdorf, 
vice president in charge of sales, who 
made the appointments, is beginning 
his 50th year with the firm. 

Carroll Marqu- 
ard has been ap- 
pointed manager 
of production en- 
gineering for the 
Central Metal Di- 
vision of Conti- 
nental Can Co. 
He will headquar- 
ter in Chicago. 
After joining Con- 
tinental in 1951, 
Marquard served 
as manager of the company’s Chicago 
defense plant and later as manager of 
the metal can plant in Milwaukee. 

= 

Wentworth Smith and Walter H. 
Sieger have gained promotions in the 
Neptune Meter Co. sales organization. 
Smith, who joined Neptune in 1948, 
moved up from general sales manager 
to vice president in charge of sales. He 
lives in Fairfield, Conn. Sieger, a res- 
ident of Malverne, N.Y., is sales man- 
ager of petroleum and _ industrial 
meters for the New York City firm. 
The appointments were the result of a 
sales division reorganization following 
the acquisition of Revere Corp. of 
America of Wallingford, Conn. 


H. A. Burdorf 


C. F. Marquard 


* 

J. Henery Chapman has been ap- 
pointed district sales representative in 
Utah and southern Idaho for Petro, 
Cleveland manufacturer of automatic 


1954 





ILLINOIS 








INDIANA 





Everything in Bulk Plant 


Service Station Equipment 
INDIANA OIL EQUIPMENT CO. 


417 Madison Ave., 
Indianapolis 4, Indiana 











NEW JERSEY 





EQUIPMENT 
for the 


OIL INDUSTRY 

. 
Rebuilt 
PUMPS — METERS — REGISTERS 
+ 
PARTS FOR MOST PUMPS 

os 

TEN HOEVE BROTHERS 

359 Mclean Bivd., Paterson, 3, N. J. 











NEW YORK 





RENICK & MAHONEY, INC. 


380 Second Avenue 
NEW YORK 10, N. Y. 


Bulk Plant—Truck Tank and 
Service Station Equipment 


Member of National Association 
Of Oil Equipment Jobbers 











THERE'S A 


Gashoy PUMP 


FOR EVERY SIZE CONSUMER ACCOUNT 


RENICK & MAHONEY, INC. 
380 Second Avenue, New York 10, N. Y. 





OHIO 





TULLER CORPORATION 


Columbus 8, Ohio 


947 W. Goodale Bivd. 
SALES — SERVICE - ENGINEERING 














heating and power equipment. Chap- 
man is a partner in a Salt Lake City 
firm offering sales and engineering ser- 
vice for manufacturers in the same 
field. 


Harold L. | 


Heuser of Cleve- 
land has charge 
of standardized 
conveyor sales in 
that area for 
Mathews Con- 
veyor Co., includ- 
ing Akron, Can- 
ton, Massillon, 
Mansfield, Lorain 
and Sandusky. A 
graduate of West- 
ern Reserve University, Heuser has 
worked in various engineering and 
sales jobs. He will work with two of 
the company’s field engineers. 
+ 


H. L. Heuser 


R. H. Tomlinson L. M. Brown 


R. H. Tomlinson and Leo M. Brown 


have been appointed as eastern and 
western division sales managers, re- 
spectively, of the Galion Allsteel Body 
Co. They will make their headquarters 
at the company’s plant in Galion, 
Ohio. For the past year, Tomlinson 
has been Galion’s regional representa- 
tive in Kentucky, Alabama, Missis- 
sippi, Louisiana and Arkansas. Brown 
formerly was with Gar Wood Indus- 
tries, Inc. 
* 


Thomas C, 
Sutton is the new 
manufacturing 
manager for 
OPW Corp., Cin- 
cinnati, manufac- 
turer of valves, 
fittings and as- 
semblies for han- 


cae, 


T. C. Sutton 


liquids. A native 
of Santa Ana, 
Calif., Sutton has 
been with OPW since May of 1951 as 
production control manager and plant 
superintendent. He is vice president of 
the Methods Time Measurement Assn. 
of Ohio. 
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PENNSYLVANIA 








RUTLEDGE EQUIPMENT CO. 


334 Bivd. of Allies Pittsburgh 22, Pa. 
Rutledge Service Station Flood te 
GGB a eeeeer  ——pael By y 
Granco Pumps 6 Meters—Air 
Compressors 











West Penn Oil Equipment Co. 


512 Sandusky St. Cedor 1-8822 
Pittsburgh 12, Pa. 
Bulk & Service Station Equip. 
Erie Computing Pumps 
Pittsburgh Equitable Meters 
Roper & Marlow Pumps 

















E. O. HABHEGGER CO. 


Fairmount Ave., at 24th St. 
PHILADELPHIA, 30 


HABHEGGER 


For The Petroleum Industry 
BULK PLANTS 
TRUCKS—SERVICE STATIONS 











UNITED PUMP SUPPLY, INC. 


1701 S. LAMAR DALLAS, TEXAS 


SALES & SERVICE 


BUCKEYE VALVES: COX WELLS: 
EVER-TITE: GOODRICH HOSE: 
GRANCO PUMPS: JOYCE LIFTS: 
MARLOW PUMPS: OILCO LOAD- 
ING ARMS: PIPE: PIPE FITTINGS: 
SMITH METERS: TOKHEIM 
PUMPS: WESTINGHOUSE AIR 
COMPRESSORS. 








dling hazardous | 


WEST VIRGINIA 











SMITH METERS 
H. H. TRUITT 


1403 8th Ave. 
Huntington 1, W. Va. 


Westinghouse Air Compressors 
Service Station or Bulk Plant Equip. 
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Midwest 


By Leonard Castle 


ys 


School for Jobbers 


Detailed plans for launching a Dis- 
tributive Education course for Minne- 
sota jobbers next fall were outlined 
last week at a meeting of Northwest 
Petroleum Assn. officials with repre- 
sentatives of the University of Minne- 
sota and the State Department of 
Education. 


Also present was L. T. White of 
Cities Service, vice chairman of the 
API’s Marketing Personnel Training 
Committee who offered his experience 
and knowledge in planning program. 

Tentative dates of Oct. 11, 12 and 
13 were set for the first session on the 
University’s Minneapolis campus. 
Daylong sessions will be held. Attend- 
ance at the opening course will be 
limited to 30 jobbers but the Uni- 
versity believes it will be able to handle 
larger numbers at subsequent classes. 
The probable registration fee will be 
$10 to $15. 

The thinking of both educators and 
jobbers was that the program should 
be continuing and long range, extend- 
ing five or 10 years into the future. 

The State Department of Education 
is making an immediate survey to de- 
termine what teaching and building 
facilities are available for holding 
courses at various geographic locations 
throughout the state. As soon as this 
study is completed, other schools will 
be set up. 

H. F. Horning, Northwest secretary, 
is starting to poll the jobbers on the 
subjects they are most interested in 
studying. Among those suggested by 
the university were: 

How to Train People; How to Make 
Speeches; Job Analysis; Human Rela- 
tions; Accounting; Tax Finance; Ad- 
vertising; Manpower. 

Representing the association at the 
conference in addition to Horning 
were Myles F. Hall of Duluth, presi- 
dent; Tom Gemlo of Minneapolis, 
vice president; N. R. Distel of Le 
Sueuer, treasurer, and Fred Meyer of 
Grand Rapids and Harm Smook of 
Luverne, directors. 

Northwest is the first Midwest job- 
ber association to plan a full scale 
course in Distributive Education and 
its program is likely to become a 
model for other ‘states in the area. 


54 


Other Midwest associations are think- 
ing about organizing DE courses but 
probably won't take any definite ac- 
tion until the annual convention next 
fall and winter. 


Toll Road Fight Ahead 


Missouri oil men are leading a pre- 
legislative drive to forestall the enact- 
ment of toll road enabling bills. 

The issue is expected to arise in 
next year’s general assembly and the 
state’s jobbers, working through a 
newly formed Public Roads Assn. of 
Missouri, as well as the Missouri Pe- 
troleum Assn., hope to have their cam- 
paign functioning smoothly well in ad- 
vance of the opening session. 

With a 4¢-per-gal. state tax, one of 
the lowest in the nation, Missouri still 
boasts one of the finest systems of free 
highways in the Midwest. The reason 
is, primarily, that all of the 4¢ goes for 
road construction. None of it is di- 
verted to other purposes. 

An oil jobber, Price Combs of the 
Price Combs Oil Co., Independence, 
is vice president of the Public Roads 
Assn., which replaces the Free High- 
way Assn. He is also a director of the 
Missouri Petroleum Assn. 

“Good government demands that a 
full and complete study by competent 
and unbiased authorities be made be- 
fore the state embarks upon a toll road 
program,” Combs said in discussing 
the association’s objectives” Any other 
approach would be dangerous and 
reckless. 

“We will oppose toll road legislation 
until facts clearly show that toll facil- 
ities would be financially sound, would 
have no adverse effect on the economy 
of the state or on the Missouri High- 
way Department or its present 10-year 
highway improvement program, and 
would be in the best interest of the tax- 
payers of the state. 

“The costly propaganda campaign 
for toll roads backed by eastern finan- 
cial and engineering interest before the 
true facts are known is certainly not 
in the best interest of the public,” 
Combs declared. 

Combs said that no highway user 
group has eome out for toll roads in 
Missouri, nor has any study ever 
shown that toll roads would be eco- 
nomically feasible for the state. 

Executive secretary of the new as- 
sociation is Don C. Haynes, who also 
holds the same post with the Missouri 
Private Truck Owners Assn., in which 
many jobbers are active. 

Haynes said the association has 
three primary objectives: public in- 
formation, membership promotion and 
legislative relations. Directors will be 
appointed from every county in the 
state. 


Pacific Coast 


By Charles N. Pollak 


Insurance for Distributors 


When the founders of the California 
Petroleum Distributors Assn. went 
about the task of organizing the asso- 
ciation in 1951, they heard remarks 
like these from their fellow whole- 
salers: 

“The best thing an association can 
do for me is get better insurance for 
less money.” 

“I might be interested if you can 
set up a good group insurance deal 
for us.” 

“Can’t you do something about this 
insurance muddle?” 

For this reason early establishment 
of an insurance program became the 
No. 1 target of CPDA’s charter mem- 
bers. They set an insurance committee 
to exploring the field even before the 
group was formally chartered. 

Their first step was to amass con- 
siderable information on what was 
being done in other states by other 
jobbers’ associations. Net result was 
the conclusion that the problems of 
small California distributors and con- 
signees were vastly different from, say, 
those of large Midwestern jobbers. 

Hence, for the first year, the insur- 
ance program was something that 
somehow remained in the future. 

In mid-1952, the distributors were 
able to make some progress after they 
had taken their problem to an in- 
surance brokerage firm (Bayly, Martin 
& Fay, of Los Angeles and San Fran- 
cisco) which not only specialized in 
association-type package deals but 
also wrote a substantial amount of 
oil industry insurance. 

The brokers surveyed distributor 
operations and reported a number of 
deficiencies in the coverages of the 
average member—usually a country 
distributor, consignee or commission 
agent serving farm accounts and 
small city service stations with two 
or three trucks. 

Some of the Defects—Here is what 
they discovered: 

—Bodily injury liability limits for 
vehicles were too low. They ranged 
from $10-20,000 to $25-50,000 when 
they should have been $50-100,000 or 
$100-300,000. 


—Truck property damage limits 
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were usually too low—$5,000 rather 
than the recommended $50,000. 

—Property damage coverage on 
trucks hauling gasoline often excluded 
damage from fire and explosion. 

—tTruck insurance sometimes was 
limited to a 50-mile radius despite 
regular hauls beyond that distance. 

—General liability coverage was 
often lacking for commission agents’ 
bulk plant and other operations. 

—Distributors who leased stations 
from landowners and subleased to 
dealers needed public liability and 
property damage coverage. 

—Misdelivery coverage was lacking. 

—No protection was ever afforded 
for “fire legal liability,” for example, 
if a supplier-owned bulk plant were 
destroyed by fire and it were later 
determined that the distributor or his 
employes had been negligent. 

—Distributors often lacked per- 
sonal liability insurance to protect 
them away from their businesses. 

—Coverage was frequently lacking 
for fire and theft of stocks of fuels, 
TBA and case goods. 

—The ‘fine print” on consignment 
agreements often left consigness con- 
fused as to their legal responsibility 
for carrying different types of insur- 
ance. 


They Simplified—The brokers also 
found that distributors were often 
burdened with cumbersome, overlap- 
ping policies. One CPDA member had 
25 pages of policies. A package deal 
developed for the association enabled 
him to boil it down to one. 

But aside from greater simplicity, 
the association program had two prin- 
cipal advantages: it provided thorough 
coverage and it cost less. 

Although individual cases varied, 
the package usually included bulk 
plant and general liability (also, 
damage to adjoining property); prod- 
ucts and misdelivery; comprehensive 
personal liability; comprehensive fire, 
theft, collision and medical payments 
on vehicles, and coverage for service 
stations. 

The average saving came to around 
25%. To strengthen the association, 
it was provided that only CPDA mem- 
bers in good standing qualified for the 
package. Up to last week, 69 of 
CPDA’s approximately 200 members 
had signed up. They pay a total annual 
premium of $75,000. 

One of the major obstacles in sell- 
ing the program to more members has 
been their loyalty to local insurance 
men. CPDA answers this by pointing 
to the possible pitfalls of buying insur- 
ance from brokers not sufficiently 
familiar with the oil business to rec- 
ommend proper coverage. 


Two examples are cited: some 
wholesalers who do not own their own 
plants do not need to carry fire insur- 
ance on the premises; one outmoded 
policy actually excluded all tank 
trucks which carry gasoline. 


A Leak Is Plugged 


For the past several months Stand- 
ard of California has noticed, with no 
small displeasure, that intermittent but 
substantial shipments of gasoline made 
from its El Segundo refinery have 
passed through the gate to the outside 
world without benefit of payment. 

So, Standard took a long, hard look 
at its loading operations that paid off 
one day recently when a large truck 
and trailer rumbled up to a rack and 
took on 7,500 gal. of gasoline. After 
its departure, none of the Standard 
Oilers present could identify the 
“customer.” 

Shortly thereafter, sheriff's deputies 
nabbed the rig, its $2,250 cargo and 
three men—a garage owner, a truck 
driver and a refinery employe. The 
charge: grand theft. 


Up the Ladder 


In June, 1953, President Reese H. 
Taylor of Union Oil Co. told employes 
that, measured by total assets, Union 
ranked 55th among all U.S. manu- 
facturing firms and 13th among oil 
companies. Last month, a year later, 
Taylor had encouraging news to re- 
port: Union was now 49th among 
manufacturing concerns and had be- 
come the 12th largest oil company. 


Atlantic Coast 


By 
Raymond E. Bjorkback 


‘Charge It’ Made Easy 


The holder of any major company’s 
credit card is finding it increasingly 
easy to say, “Charge it,” at non-oil 
establishments as well as service sta- 
tions in the New York City area. 

That’s the case whether he’s buying 
a meal, flowers, men’s or women’s 
wear, or tires in a tire store. Or if he’s 
renting an automobile or having one 
repaired at a garage. 

It’s due to the activity of an ac- 
counting-collection organization called 
Trip-Charge, Inc. 

Three months ago the credit card 
holder could charge meals at a dozen 
restaurants in Manhattan and Brook- 
lyn and on Long Island subscribing to 
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Trip-Charge service. 

His card would be honored also by 
certain florists and men’s and women’s 
wear stores, in addition to a number 
of service stations. 

Since then, Trip-Charge has added 
“member” establishments on Loag 
Island and in nearby Westchester 
County, N.Y., according to its New 
York office. 

These additions are indicated to be 
in line with gains of “400% to 500%” 
nationally. 

Trip-Charge, which started in 
March of last year, has headquarters 
in Pittsburgh, other offices in some 
principal cities including Milwaukee 
and Miami. It also has representation 
in London and Paris. Its president is 
S. J. Rudolph. 

Identity Signs—Service stations us- 
ing its service are identified by red 
and white signs about 4 ft. by 8 ft. 
Dealers pay a standard “affiliation” 
fee of $75 and a 6% collection charge. 
After the first year, their affiliation 
cost is $5 monthly. 

Such business as comes to the dealer 
by his brand’s credit card is not in- 
volved. 

For handling other credit card trans- 
actions, he is supplied a special charge 
book. With this he writes tickets in 
triplicate. The customer gets one copy, 
the dealer keeps one, and the third, 
with “flimsy” attached, goes to Trip- 
Charge. 

Trip-Charge sends the flimsy to the 
customer along with his bill. 

It mails checks to dealers twice a 
month—on the 6th and 21st in the 
East covering charge tickets received 
from dealers by the end of the preced- 
ing month and the middle of the cur- 
rent month, respectively. 

A Directory Too—Trip-Charge also 
issues a credit card of its own ($5 a 
year) and a companion directory of 
all subscribers to its service except 
gasoline dealers. The directory is said 
to list “several thousand” subscribers, 
including hotels and motels. 


A New Home for Socony 


The signature of John F. Seal, di- 
rector and financial vice president of 
Socony-Vacuum, on a 25-year lease 
last week completed the transaction 
whereby Socony will relocate its head- 
quarters in a new building in mid-town 
New York. 

The 40 ft. excavation for the foun- 
dation of the 42-story Socony-Vacuum 
Building-to-be is nearly finished. 

Socony expects to be able to move 
its 2,100 New York home office em- 
ployes in the spring of 1956 from its 
present downtown location. 

It still hasn’t decided on disposition 
of that building. 
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Prices Slip As Runs Continue High 


The present U. S. refined products price struc- 
ture apparently can’t support (1) crude runs 
in excess of 7,000,000 b/d combined with (2) im- 
ports of over 1,000,000 b/d. 

Both of these conditions applied in mid-July, 
= most price developments were on the down- 
side: 

—Gasoline tank car and tank wagon prices slip- 
ped 0.5¢ in five states in the Southeast, and 0.25¢ 
in Kansas. 

—Grade 26-70 natural gasoline was quoted 0.5¢ 
lower, at 3.5¢ FOB Breckenridge. 

—No. 6 fuel prices slipped below $1.00 bbl., 
FOB Group 3. 

On the upside, however, there was a 0.25¢ gal. 
rally in cargo prices for regular- and premium- 
grade gasolines at the Gulf late in the week. 

It was apparent that refinery runs of 7,121,000 b/d were 
hurting the nation’s products price structure, and it was 
apparent also that crude imports totaling about 10% of 
domestic runs were forcing some curtailment of U.S. pro- 
duction. Arabian crude can lay down on the East Coast at 
$2.67 bbl., including duty—a price lower than Gulf Coast 
refiners are paying for 36 gravity West Texas oil at the 
well-head. This “arithmetic” preponderantly in favor of 
foreign oil can not be ignored indefinitely. 

In the midst of an economy of refined product surplus, 
a hopeful sign appeared in the form of reduced crude runs 
planned by both large and small refiners (see P. 16). 

East-West And Vice Versa—There was softness in prices 
in virtually all refining areas. Translated into trading activ- 
ity, it meant that Gulf Coast refiners quoted actively on a 
cargo-lot demand for gasoline on the West Coast. And, 
conversely, California refiners with bunker oil inventories 
of 25.7 million bbls. were looking to the East Coast as 
possible outlet. The Midwest, however, generally has the 
most burdensome inventory situation, for gasoline stocks 
in that area are about 23% greater than a year ago for 
gasoline, 14% for distillates, and 13% for heavy fuel. 

Cuts ‘Gas’ Prices 0.5¢—In the Southeast, Standard Oil 
Co. (Kentucky) reported reduction of 0.5¢ gal. in its gaso- 
line prices for all levels of delivery in Georgia, Alabama, 
Mississippi, Florida and Kentucky. Company’s new tank 
car prices for regular-grade at deepwater terminals are 
12.9¢ at Savannah, Jacksonville, and Port Everglades, and 
12.8¢ at Tampa. 

Elsewhere along the East Coast, majority of marketers 
made gasoline reductions along the lines of those announced 
a week earlier by Atlantic Refining, Esso Standard and 
Socony-Vacuum (see July 14 NPN, p. 56). 

In Kansas, prices for tank car lots of regular-grade gaso- 
line slipped 0.25¢ to 10.75¢ following reductions by two 
refiners. 

In Chicago, “discounts” of 0.25¢ gal. on regular-grade 
were freely available at Franklin Park terminal of Great 
Lakes Pipe Line. “Shading” of gasoline prices to com- 
mercial consumers was prevalent in Central Michigan. 
At the Gulf, some refiners were pressed to offer gasoline 
because their northern distribution systems were filled. 
“Discount” cargo offerings, however, were on the wane. 

Natural Gasoline In Surplus—The ups and downs of 
Grade 26-70 natural gasoline prices continued when one 
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manufacturer made sales at 3.5¢, Breckenridge, down 0.5¢. 
Seller said his sales this season have been “discouraging,” 
adding that he had an oversupply of material for Gulf 
Coast shipment. Volatile markets generally were weak, as 
indicated by a continued surplus of propane and butane 
(see P. 58). 

Distillates pretty much were forgotten products, and 
were described in “summer stagnation.” East Coast re- 
sellers still held to a position of prudent buying. At the 
same time, with No. 2 fuel cargo prices at the Gulf as low 
as 7.75¢, refiners in that area refused to push the product. 

In Pennsylvania’s Bradford-Warren district, kerosine, 
Diesel fuel and No. 2 were quoted 0.25¢ lower at 10.75¢, 
10.5¢, and 10.25¢, respectively. 

Calif. Residual Offered East—While the heavy fuel mar- 
ket was stirred by reports that West Coast bunker oil, 
quoted as low as $1.45 per bbl., might start moving in 
volume to New York, actual trading in the product still 
was quiet. It would take U.S. flag tankers to make this 
coastwise haul, and present ocean freight rates would make 
it a below-cost operation for ship owners. 

At Philadelphia, a large industrial buyer reportedly 
secured a year’s supply of No. 6 oil, delivered by barge, 
at $2.00 bbl. Quantity may run as high as 1,000,000 bbls., 
and price was well under spot barge quotations at Phila- 
delphia refineries and terminals. 

Across the Great Lakes, in Toronto and Sarnia, Imperial 
Oil Limited reported a reduction of 21¢ bbl. in its price 
for bunker “C” fuel, ex shore installations, for delivery into 
vessels. Imperial’s new prices, in Canadian currency per 
bbl. of 35 Imperial gals.: Toronto, $3.58; Sarnia, $2.91. 

A week of declining prices is nothing new in this year’s 
oil economy. And many marketers apparently have been 
operating on the belief that a barrel of products sold, 
regardless of the “discount” necessary to move it, represents 
a barrel of crude taken out of the ground with a com- 
pensating gain. As one major sales manager put it, “we're 
apparently content to watch prices fall with equanimity as 
long as we maintain our volume (of crude).” Carried to 
extremes, this philosophy could place the Independent seg- 
ment of the industry in hock. 

Denver Price War Ends—In retail markets, an 1 1-day- 
old gasoline price war at Denver, Colo., involving 200 
private brand service stations, ended with postings for 
regular-grade up 6¢ to prewar 18.9¢ (ex 8¢ state and 
federal taxes). Official of one private brand company said 
the truce came because the cut prices “weren't profitable 
or gaining new customers.” 

Major brands held aloof of the war, remaining at 21¢ 
(ex taxes). Frontier 65, a private brand, which did not 
lower prices but offered 10 weekly awards of $100 each 
to motorists who registered at its stations, held its first 
drawing last week without television fanfare originally 
planned, and then discontinued cash awards. 

In Los Angeles basin, gasoline price cutting which broke 
out over July 4th weekend spread from Burbank to some 
outlying industrial areas. A few major brand stations were 
curb-posting 14.9¢ (ex 8¢ state and federal taxes) for 
regular-grade, about 5¢ under “normal.” 

In New England, Socony-Vacuum advanced gasoline 
tank wagon prices in three depressed areas and discon- 
tinued “voluntary allowances” (from posted tank wagon). 
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Regular-grade price at Providence, R. I., went from 10.9¢ 
to 14.8¢ (ex 6¢ taxes); in Hartford, Conn., from 13.4¢ 
to 14.8¢ (ex 6¢ taxes); and in East Boston, Mass., from 
11.9¢ to 14.8¢ (ex 7¢ taxes). 


Gulf Coast 


Gasoline Prices Show Improvement 


Prices for most grades of gasoline were 0.25¢ higher 
at the Gulf the past week. The improvement stemmed 
from a combination of reduced refinery runs at some 
plants plus new buy orders in the marketplace. 

Quotations for motor fuels from top-grade premium 
down to 83 oct. regular were reported up 0.25¢ gal., with 
93 oct. premium held for 12¢ and 87 oct. regular at 10¢. 

Gasoline has been a surplus crop at the Gulf so far this 
season—so much so that late last week several refiners 
finally decided to reduce their refinery throughout. Si- 
multaneous with these cutbacks, at least two major mar- 
keters started looking for supplemental supply. The result 
was noticed almost immediately in the cargo trade, for 
sellers who previously had been willing to part with reg- 
ular-grade as low as 9.75¢ refused to offer at flat prices 
this low. Prior to this, there was a marked decline in 
“discount” material. 

One cargo of premium gasoline, 93 oct., was reported 
sold to buyer on West Coast, although price in transaction 
was not disclosed. 

Biggest transaction of the week, however, involved avia- 
tion gasoline, one refiner reporting he had made “quite a 
big sale” for export. While details were lacking, trade re- 
ports said quantity was six cargoes for first half of 1954. 

Heating oils and heavy fuel were in seasonal quiet. In 
recent weeks, however, the usual summer weakness in No. 
2 fuel has not been apparent. In addition, there are reports 
that some contract heating oils buyers have been able to 
increase their purchase commitments for next winter. These 
buyers, it is said, are mindful that quite a few years have 
passed since the nation had a “normal” winter. Should one 
occur this year, at least a few East Coast buyers will have 
made preparations for it. 


Atlantic Coast 


Southeastern ‘Gas’ Prices Off 0.5¢ 


Lower prices for gasoline at southeastern terminals was 
the principal development along Atlantic Coast the past 
week. Prices were cut 0.5¢ gal. at deepwater terminals in 
Georgia, Florida and Alabama following Kentucky Stand- 
ard’s reduction throughout its five-state marketing terri- 
tory. 

Elsewhere along the coast, suppliers were making gaso- 
line price adjustments—generally along lines of those an- 
nounced a week earlier by Atlantic Refining, Socony- 
Vacuum and Esso Standard. At Philadelphia, tank car 
prices were off 1¢, to 12.9¢. 

In the Southeast, the majority of marketers reduced their 
gasoline prices 0.5¢. New lows reported for tank car 
shipments included 12.9¢ for regular-grade gasoline at 
Jacksonville and Savannah, 12.7¢ at Pensacola, and 12.8¢ 
at Tampa. 

Heating oils and heavy fuel were passed over, as far 
as price activity was concerned. And there was very little 
trading in these products. At New York harbor, traders 
said there was virtually no interest in spot barge loads 
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of No. 2 fuel, and this was borne out in suppliers’ re- 
ports that their resellers were holding inventories to a 
minimum. 

Some weakness in heavy fuel prices persisted, however, 
and this was attributed in part to “summer” prices for 
soft coal, particularly in the Philadelphia district. There 
also was the possibility that West Coast fuel may be 
“dumped” on the eastern seaboard, but no such transfers 
have been confirmed as yet. 


Chicago District 


Heavy Fuel Firm; Gasoline Weak 


Heavy fuels were firm in Chicago District last week and 
large suppliers generally said they were looking forward 
to a strong winter market. Gasoline continued weak and 
reports generally said prices were being discounted. Light 
fuels were quiet. Suppliers’ quotations were unchanged for 
all products. 

Although quotations were unchanged, suppliers said 
“good” regular-grade gasoline was available at some river 
terminals at “0.25¢ discount” from 11.75¢, FOB Chicago 
District. At Great Lakes Pipe Line terminal, however, price 
of 11.75¢ was called “rock bottom.” 

Scrap for large commercial gasoline customers was un- 
abated with delivered prices ranging from 12.8¢ and 
12.9¢ for regular gasoline. 


Midwestern (Chicago-E. St. Louis Area) 


Gasoline Remains No. 1 Product 


Despite reports of widespread reductions in crude runs 
by large companies, gasoline remained number one market- 
ing problem in the Midwest in the second week of July. 

Refiners’ prices, with one exception, generally were un- 
changed. Exception was 5¢ reduction by one refiner in his 
price for No. 6 fuel. Light fuels were dormant. 

Following previous week’s 0.25¢ reduction in gasoline 
prices, “discounts” on spot offerings at Great Lakes Pipe 
Line terminals shrunk from “O.5¢ off” to “0.25¢ off.” 
There was no change in product’s actual spot price at the 
various terminals. Only at Chicago, where river competi- 
tion kept spot prices down, did 0.5¢ “discount” off delivered 
terminal cost continue in effect, traders said. 

Prices for No. 6 fuel ranged 5¢ lower, from $0.95 to 
$1.10, Group 3, when one refiner reported a similar reduc- 
tion. While most refiners and tank car marketers said heavy 
fuel was firm in the Mid-Continent area, particularly 
Oklahoma, refiner cutting his price said there was little 
interest in spot fuel at $1.00 bbl. 

At same time, another refiner declared he had declined 
to sell to three customers willing to pay $1.00 because he 
was “sold up” for July. 


Mid-Continent 


Prices Generally Remain Weak 


There was little change—except for the worse—in the 
generally weak refined products’ price picture in the Mid- 
Continent past week. Open market trading continued light, 
and most products remained in ample supply. 

Gasoline price conditions at northern pipe line terminals 
appeared to be growing worse rather than improving, 
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Summary of Gasoline Prices (July 13 through July 19) 





Motor Gasoline 95 Oct. (Premium): 


N, Tex. (Texas & New Mex. shpt.)....... 
W. Tex. (Texas & New Mex. shpt.)....... 
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Philadelphia, barges 

Motor Gasoline: 


Western Penna., Bradford-Warren: 
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Western ey Oil City: 
92 ~' Prem. y 


New Mex. shpt.)....... 
W. Tex. (Texas & New Mex. shpt.)....... 


Monday 

July 19 
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(4)11-11 .875 
10. - 125(2) 
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13.95-15.8 
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Frida 

July 16 
12.625-14.55 
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Thursday 
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Wednesday 
July 14 
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according to reports of both refiners and marketers. One 
tank car marketer, for instance, said he was being offered 
regular-grade gasoline at 10.125¢, plus transportation, “by 
other resellers.” Consensus was that there was still too 
much gasoline hanging over market, despite cutbacks made 
by some refiners in crude runs. 

As for refiners’ gasoline “quotations,” however, few 
changes were reported, except in Kansas where lows of 
ranges were off 0.25¢ gal. A few in Oklahoma also reported 
lowering their prices to general trade, but only to levels 
already reported by other refiners during previous week. 

Residual price in Oklahoma dropped 5¢ bbl., to $0.95, 
when one refiner said he was selling at that price. Residual 
supply picture, however, was still relatively firm, although 
several refiners did say that few buyers were in market. 

Distillates and lubricating oils remained slow. Although 
no refiner reported lowering his lubricating oil “quota- 
tions,” talk continued of “price shading” in some cases. 


Central Michigan 
‘Shading’ Still Hits All Products 


All products continued to be hit by price “shading” in 
Central Michigan last week, but refiners’ quotations were 
unchanged. Open market trading was quiet. 

Although heavy fuels continued to be steadiest of refined 
products, refiners disclosed instances of “shading” where 
industrial users had storage which could be filled. 

Summer jobber margins remained mostly at 3.5¢ on 
light fuels, but some undercutting to fill secondary sup- 
pliers’ tanks was disclosed. Prices for No. 1 fuel were 
said to be particularly weak because of high stocks at some 
refineries. 

Demand for gasoline held at high level, but big inven- 
tories still caused considerable amount of “sharpshooting” 
at commercial consumer accounts. 
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Western Penna. 


Gasoline, Distillate Prices Down 


Distillate fuel prices ranged 0.25¢ gal. lower in the 
Bradford-Warren district last week, and two refiners in 
the Pittsburgh and Oil City districts reduced gasoline 
prices. 

Open market trading in lubricating oils was slower 
than in two week previous, refiners said, but prices re- 
mained firm. 

In the Bradford-Warren district, kerosine ranged up- 
ward from 10.75¢, 55 cetane Diesel from 10.5¢, and No. 
2 fuel from 10.25¢. Refiners making the cuts said they 
were “long overdue” and reflected “general softness” in 
the distillate fuel market. 

New tank car lows for regular-grade gasoline were 13¢ 
gal. in Oil City district and 12.5¢ at Pittsburgh. Several 
refiners said the gasoline price picture was “very con- 
fused.” Gasoline volume through regular-customer chan- 
nels was reported good, however. 

Although volume of open market sales of lubricating 
oils was lower last week, most refiners continued to note 
buyer interest, and prices remained firm. Two refiners 
said they were sold out of bright stock, and one disclosed 
selling product for September delivery. Majority, however, 
continued to report large inventories of all base lube 
stocks. 

Crude scale wax and petrolatums remained firm and 
tight. 


LP-Gas Markets Quiet 


Surplus conditions still were general in liquefied petro- 
leum gas markets in Mid-Continent the past week, and 
trading was quiet. But prices may have hit bottom for 
summer—at least, this was hope of some producers who 
cited a few bids appearing. 
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NPN Gasoline Index 
(cents per gal.) 


Dealer T.W. Tank Car 
July 19 . 15.73 12.12 
Month Ago : ileal : 16.06 12.35 
Year Ago 16.54 12.69 

Dealer index is an average of dealer tank wagon price 
ex tax in 50 cities. 

Tank car index is weighted average of following whole- 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 











Bids for spot supplies mostly were low, however, with 
one placed for butane and propane at 1.75¢, Group 3. 


Most producers quoted propane at 3¢, Group 3, with 
some giving summer discount of 0.5¢, netting 2.5¢. Accord- 
ing to one producer, latter price could be “shaded” on 
prompt orders. 


Des Moines ‘Gas’ Award To Triangle 


Triangle Refineries, Inc., has been awarded three-month 
contract to supply city of Des Moines with total of 90,000 
gals. of regular-grade gasoline at flat price of 11.59¢ gal. 
net. Triangle’s bid was lowest of 10 proposals. 


According to city’s tabulation, other proposals were: 


Company Price 
The Texas Co. .. 11.8¢ 
Geo. N. Olson 11.85 
Standard Oil Co. (Ind.) 12.3 
Sinclair Refining Co. 12.3 
Oils, Inc. .. 12.3 
Cushman-Wilson 12.3 1%—10 
Phillips Petroleum Co. 12.36 1%—10 
Cities Service Oil Co. 12.9 Net 
Shell Oil Co. 12.9 Net 


Terms 
1%—10 
1%—10 
1%—10 
1%—10 
1%—10 


Penna. Neutral Oil Stocks Rise 


Inventories of Pennsylvania neutral oils at the end of 
May as reported by National Petroleum Assn. were up 
27,149 bbls. from April 30. Small decrease was shown in 
bright stock inventories. 


Compared with last year, May 31 inventories of bright 
stock were 106,664 bbls. higher, total neutral inventories 
115,074 bbls. higher. 


Inventories on May 31, with changes from April 30, 
1954 and May 31, 1953 follow (figures in bbls.): 


Change Change 
May from April from May 
1954 1954 1953 
190,390 —11,484 -+ 26,758 
175,160 +28,893 -+ 11,528 
429,898 — 16 +106,664 
156,301 — 1,648 4+ 13,985 
407,084 428,797 +101,089 
563,385 +27,149 -+4115,074 


* Below 180 vis., but not below 142 vis. at 100. 
** 180 vis. at 100 and above. 


600 s.r. stock 

Other s.r. stock 
Bright stock 
Viscous neutral* 
Viscous neutral** 
Total viscous neutral 
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World Tanker Fleet Up 2,046,000 Tons 


World tanker tonnage, exclusive of U.S. government 
owned tonnage, increased 2,046,074 tons deadweight in 
six months ended July 1, 1954, according to Davies & 
Newman, Ltd., London ship brokers and tank steamer 
chartering agents, in semi-annual analysis of tanker ton- 
nage. 

World tonnage on July 1 totaled 38,062,007 tons d.w. 
Increase of more than 2,000,000 tons in first half 1954 
compares with increase of 1,958,311 tons in last half 1953. 

Liberian flag tonnage again showed largest jump—609, 
366 tons, and added to increase in last half 1953 (553,176), 
tonnage under this flag has risen 1,162,542 tons in past year. 

Comparison of world tonnage on July 1 and Jan. 1, 
1954 follows. Figures are in deadweight tons for vessels 


of over 500 tons gross register. a 


July 1 Jan. 1 or 
Flag 1954 1954 Decrease 


British 7,926,895 7,656,636 -+- 270,259 
U.S.A. 7,286,079x 7,264,756x + 21,323 
Norwegian 5,731,930 5,483,041 -+ 248,889 
Panamanian 3,484,352 3,501,629 — 17,277 
Liberian 2,959,344 2,349,978 + 609,366 
Italian 1,769,998 1,586,272 + 
French 1,606,065 1,452,042 + 
Swedish 1,333,221 1,240,471 + 
Japanese 1,002,112 918,880 + 
Dutch 990,231 952,831 + 
Danish 703,784 635,274 + 
Argentinian 441,662 442,842 — 
German 361,535 281,161 + 
Russian 267,451 236,201 +- 
Spanish 265,541 249,871 + 
Brazilian 258,061 257,612 + 
Honduran 221,657 221,657 

Venezuelan 206,960 189,052 +- 
Greek 205,832 214,176 — 
Mexican 182,010 182,010 
Finnish 134,549 127,748 
Belgian 105,929 76,279 
Other 616,809 494,514 


Total 38,062,007 36,014,933 2,046,074 


x—Does not include U.S. Government (Navy, etc.) 
tonnage. 

Other first-half 1954 statistics in Davies & Newman 
analysis: 

Sold for scrap, 46 vessels totaling 450,000 tons d.w.; 

Total of tonnage contracted or building as at July 1 
decreased about 2,000,000 tons d.w. compared with Jan. 
1, 1954. 


Tonnage 20 years old or more now represents 11% of 
total; war-built tonnage represents 32.2%; comparative 
figure for postwar tonnage has risen to 49.2%. 

For three largest fleets, proportions built during and 
since war years, respectively, are: British 32% and 52.25%, 
U.S.A. 75% and 14.7%, Norwegian 11.4% and 68.8%. 





Crude Oil Prices 


No changes in crude oil prices reported in week 
ended July 17. For complete crude price schedules, 
see P. 120 & 122 of June 30 NPN. 














maiG@ieae in effect July 


Gasoline 


OKLA., Group 3 (Okla. shpt. 
(3)12-13.375 
(4)11-11.375 
(3)10.25-10.5 
Okla., Group 3 (Nerthern — ) 
1.5-13 
10. 6-11 .125(2) 
10-10 25 
Midwestern (Group 3 basis) 


11,5-13 
10.5-11(2) 
10-10.25 


12 .625-14 .55 
12.625-14 .2 
(2)11.5-12.7 
60 Oct. M (2)10. 765-11 .8 


W. TEX. (Texas & New Mex. shpt.) 


11.26-11 


d .26 
(2)11-11.126 
(Track transport lots) 


84 Oct. Reg.. 
60 Oct. M & below... 
CENT. W. TEX. 


95 Oct. Prem. 
92 Oct. Prem.. 
84 Oct. Reg 


WESTERN PENNA. 
Bradford-Warren: 


Pittsburgh: 


92 Oct. Prem 
86 Oct. Reg 


Ohio—Quotations of 8.0. Ohio for 
Ohio points: 


delivery to 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries) 


(4)14.5-14.76(2) 
(4)18 .6-18.75 


Prices herewith 


Price Service, associated with National 


to reporting oil industry prices everywhere. 


Prices shown in tables are sales prices or quotations or general offers 
pipeline terminal 
for current sales and shipments; for the busi- 

except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; 
barges or cargoes or truck transport lots only, so designated; 


or posted prices by refiners, by 
tanker terminal operators; 


ness day or period stated; 


fineries or terminals; 
shown; wax and 
for crude oil and its products lawful 
ported as received by OJLGRAM and 
guaranteed; for subscribers’ 


in cents per gal., except 


are reproduced from Platt’s OJLGRAM 
Petroleum News, 
resentatives in all NPN-OILGRAM offices devote their time exclusively 


petrolatums in cents pes pound, ex all fees and taxes; 

produced and 
ational Petroleum News but not Ol 
private use only and not 


19 at Refineries and Terminals 


CALIFORNIA 


Los Angeles Dist.: 
(2)13 .85-18.1 


ARK, (For shipment to Ark. & La.) 


12.1-15.6(2) 


17.85-18.6 
15 .85-16.1 


Kerosine, Gas & Fuel Oils 


OKLA., Group 3 (Okla. shpt.) 
; 9.125-9.75 


9.125-9 .875 


. (8)8.875-9.75 
. (2)8.875-9.375 
. (2)8.26-9.125 

x$0.95-1.60 


Range oil 
68 ry above D.I. Diesel . 


No. 6 fuel 95 


pan he naaat (Group 3 basis) 
(4)9. 
58 ry cheve D.I1. wat. GX. 
No. 1 fuel. 
No. 2 fuel.. 
No. 6 fuel 


8 .875(6) 
.25(6) 
x$0 .95-1.10 


N. TEX. (Texas & New Mex. a 
GBH-44 WeWon en ecccccccscces 2-10 
68 & above D.I. Diesel. ... aps. 16 
No. 6 fuel 1.25-1.60 


W. TEX. (Texas & New Mex. shpt.) 


E, TEX. mney transport lots) 
beds ateanodeeevca eps + 75 (2) 
58 & above D.i. Diesel... 76-0. 76 


. 6 fuel 


No. 2 fuel 
No. 6 fuel 


KANSAS (For Kansas destinations only 
42-44 W.W.. 6... eens ... (8)9 375-10.5 
62 & below D.I. Diesel... . 
58 & above D.I. Diesel... . 


x$1 60-1 .85x 
x$1.15-1.30 


Daily Oil distribution or 


whose re 


. 25 
8. 125-8-5(2) 


10.25% 


25-11. 
15 


x10.15-10.9 
x9 9-10. 65x 
x9.9 


Gne.2-3 
0.3-10.4 
2)10. - re 85 


125-9 .375(2) 
875-9 .125 


CENTRAL MICHIGAN 


2 (FOB Central Michigan refineries. ) 


1-7.5(8) 


OHIO—Quotations of 8.0, Ohio for delivery to 
Ohio points: 
11.9(a) 
11.7(a) 
No. 2 fuel... 10.7(a) 
(a)Subject to 0.5¢ “temporary allowance” 
northern half of Ohio. 


in 


CALIFORNIA 


San Francisco Dist.: 


40-43 w.w.......... 
Heavy fuel (PS 400). 
Light fuel (PS 300).. 
Diesel fuel (PS 200). 
Stove dist. (PS 100) 


Los Angeles Dist.: 

WO=-4B GoW. oo cco cece ccess 
Heavy fuel (PS 400)....... 
Light fuel (PS 300)........ 
Diesel fuel (PS 200)... 
Stove dist. (PS 100). 


(2)13.8-14.3 


publication. During periods of short supply, some sellers 


and at times all sellers, withhold quotations to new customers or the 
posting of firm prices but give OILGRAM the prices they otherwise 


would quote to the trade in general and which they confine to their 


regular 


operators, and Gasoline 


prices applying to to any 
B re- 
er bbl. where $ sign is 


transported; re- 


for resale or 


customers —%- 
ratings are by 
ratings, except where letter M is used to indicate that octane rating is 
by ASTM Motor Method. For further details of price conditions apply 
NPN-OILGRAM office or see back of any OJILGRAM Price 


Service invoice. 


For complete price service delivered daily from nearest 
publishing office, 

LGRAM Price Service, 330 W. 42nd St., 
Subscription rate in U. s.: 


and such prices appear 


in the price tables. 
ASTM Research 


fethod and are minimum 


OILGRAM 
address Pilatt’s 
Y. Annual 


New York, Chicago and Houston, 
New York 36 


$150 per year, payable in advance. 








ATLANTA, GA. 
1401 PEACHTREE STREET 


PITTSBURGH, PA. 
BENEDUM-TREES BUILDING 


CARGOES & TANKERS 
at Texas City Refinery 


TRANSPORTS & TANKCARS 
at Terminals in the South 


TEXAS CITY, TEXAS 
REFINERY 
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Natural Gasoline 


(Geese 2 & Bocuastige peters aoe to beaten 

freight basis shown below. Shipments — 
origlante fo any Mid-Conti 
district.) 


FOB GROUP 3 





Lubricating Oils 

WESTERN PENNA. 

en Se ee ate, am ay 
ported, to & 


inhh 





v 


Viscous Neutrals—No. 8 col. Vis. at 70° F. 200 
Vis. (180 at 100°) 480-425 fi. 


17 
16 
(6)14.5-15 


(2)10-11 

2)11-12 
(2)12.5-13.6 

14(38) 


MIDCONTINENT LUBES 


FOB Tulsa basis, for domestic | -¥- only 
ht Stocks, vis. at 210° Neutrals, vis. at 100°, 
0-10 p. p. 


Neutral Oile—Conventional 


Bright Stock—Solvent 
a heey 0-10 p.p., 


(3)16-16.5(8) 
(3)16.25-16.75(8 
(3)16.75-17.25 (2 


15.5 
GULF COAST—Solvent Refined Lubes, 


From Mid-Continent grade crude. Prices FOB ship 
+t Gulf for export. 


Bright Stock—Vis. at 210° 


150-160 vis. 0-10 pour test, 
96 v.i. 18 .75-19(4) 


Neutral Oils—Vis. at "100°; 95 v.i.; 0-10 p.c. 


(2)14.6-15(8) 
(2)15-15 . 75(8) 
(2)15 .56-16 .26(8) 
(4)17-17.5 


(Vis. at 100° F. FOB S. Tex. refineries for do- 
mestic and/or export shipment.) 


PALE OILS: 
Vis. 
100 
200 
300 
500 
750 
1200 
2000 
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RED OILS: 


12.25(6) 


Naphthas & Solvents 


(FOB Group 3) 


12.375(8) 
12.875(2) 
12.875 (4) 
11.875(4) 


12.875(3) 
(2)13 . 125-13 .876 
(2)14. 125-14 625 





‘See your regular Ba — 
ty SCULLY SIGNAL COMPANY ore 


Canadian Licensee: EMPIRE BRASS MFG. CO, LTD, Toronto, Ontario 


r tanks 


ne of 8.0. Ohio for delivery Obie 


Mineral “spirits & stoddard 


CENT. W. TEX. (Truck Trnspt. lots) 
Btoddard solvent 


KANSAS (For Kans. Dest'n. only) 


ATLANTIC COAST 
V.M.&aP. 
Naphthe 
18(4) 
17.5(4) 


i8.6(4) 
195 


Mineral 
Spirite 
17(6) 
16.5(5) 
16 .5(4) 
17 .6(6) 
17.6(6) 


New York Harbor. 
Baltimor phia 








New York 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


Boston 











WHAT... 


OF 
know the answer 
of UNITED’s 100% 
Tate me ©) | eee (= 1 


consistently fair prices from a supplier 


PROTECTION MEAN ? 


2s 


DOES UNITED’S POLICY 


UNITED’s customers 


me Gal -me lUleluelalesscemeitieliia’ 
Pure Pennsylvania Lubricat- 


on schedule mee late, 


which 


does not compete against its customers 
Vale mate) MhulavemeleiancerelelUm Ualel@iel, 10M 4 OMe cle) ileal) 
of Protection can do for YOU 


Write, Wire or Phone 


elm lielaiilelitels) 


~ UNITED REFINING COMPANY, WARREN, PA. 
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PRICES in effect July 19 at Refineries and Terminals—Cont. 


LPG Prices 


(Of refiners, FOB refiners, in cents 1. 
tank cars or transport trucks) — 


District 


WESTERN PENNA. (T.C. in Bulk) 
White Crude Scale: 
124-126 A.m.p............ (2)5 .25-6 .65 


SEABOARD 


Melting points are AMP, 8° higher than 
EMP. Prices are for carload lots. Domestic 
prices are FOB refinery; scale in bags or we 
fully refined slabs loose. Export prices 
F. scale in bags or bbis., fully Vefined "S 
bags or cartons. 


Crude Scale: 
124-126 white. ... 


N. ¥Y. Domestic N. Y. Export 
7.10(2) x(4)6 .6-6.75 


Fully Refined: 

128-5.... 7.95-8 .45 
126-7.... 8.45(8) 
128-80... 8 .45(3) 
180-82... 

188-5.... 8.55(8) 
185-7.... 8.05-8 .55(2) 
188-40. . 8.55(8) 
148-6.... (2)8.55 
149-51... oe 10.55 


oftttr 
Seas 


if 


Chicago District Prices 


Prices to jobbers & distributors in tank car 
and/or truck transport lots FOB refineries 
pipe line terminals and inland waterway barge 
terminals. 
Motor Gasoline 

(2)12.75-14.5 

(2)11. 75-18 


10 5-11.35 


(8)6.7-6.95(2) 
(2)5 .9-6 .05 
(4)5.7-6 .95(2) 


Mexican Bunker Prices 


U. S. DOLLARS PER BBL. OF 159 LITERS 
unker C Diesel 
(Ships Bunkers) 
Mexican Gulf 
$1.95 $3.75 
1.95 webs 
1.95 8.75 
Pacific Coast 
$2.60 $5.65 
4.75 
4.75 


Pacific Coast 


(In Ships’ Bunker C 
Bunkers, or Fuel 
Deep Tank Lots) (P.S. 400) 
San Pedro, Calif... $1.80(5) 
San Francisco... . 1.85(4) 
Pertland, Ore..... 2.10(4) 
Seattle, Wash..... 2.10(4) 


$4.20(5) 
4.41(4) 
4.62(4) 
4.62(4) 


62 


Atlantic & Gulf Coasts 


Pn ake cf watners, FOR thelr refinerice & tenber terminals and of tanker terminal eperates 
FOB their terminals. Ships’ bunkers prices are exclusive of lighterage. 


92 Oct. 86 Oct. 
Prem. > Gas House 


Kerosine 
No. 1 Fuel No. 2 Fuel Gas Oils 


District Gasoline G 

N.Y. Harbor...  x13.95-15.8 xl2.45-13.8 ap. 95-10.2t(18) (8)8.95-9.2+(16) 9.3 
do x13.85 11.5-13.7 (3)9.7-9. s by ) (8)8.7-8.957(16) aes 
5-16 .6x (4)14-14.6(2) 10.4(10) 9.4(11) ®. : 

15.4-16.1 x12-14.1 +10. a5 cioy 9.1-9.35t(10) 

+10.1(7) +9.1(4) 





x(4)13 .6-14.5(2) 
x11.9-13.25 


10.1 
10-10 .257(15) 
13. 10.4(5) 
-5(2) 11.5-12.5 


9.1 
9-9 .257(15) 
9.5(5) 





-25-14.25 12.25(3) 
we 14.9(2)x on-2- -9-18 .4(3) 


tia). 12. $3) 
13 .5(3) 


10. 125-10 .25 

11.8(11) 

11.8 

11.1(4) 

9.95-10 .27(8) 8. 95-9. 2t(10) 
9.138 


10.1(4) 
9.125 8.125-8 .85 
10.3(7) Hitt 
12.7(2) 11.1(2) 9.9(4) 
vo he (9)10.1-10.357 (9)9.1-9.35T 
whi 8(2) (6)9 .85-10.17 (4)8 .85-9.17(2) 
. “(2)14.4-14.5x 12:9(0)x, 11.8(6) 10(3 
(3)16.2-17.1 (8)13 10.1-10.35t(8) 9.1-9.357(8) 
(3)16.1-17 (3)13. 14. $2) 10-10 .257(8) 
x(2)14.1-14.4(8)x x(2)12.6-13.4 11.8(7) 
Tampa x13 .8-14.3(4)x x12 .3-12.8(5)x 11.7(8) 


Wilmington, 
_  . aaa x13.2-14.65(2)x x11.7-13.85 10.4(7) 





x12.3-13.2 








Diesel Oil Light Diesel 
No.5 Shore Plants Ships’ Bunkers 
No. 4 Fuel Fuel (50 ct., 55 d.i.) (45 ct., 45 d.i.) 


erti90:16-0.58 {$2.73 985-967) $3.89(4) 
a a 13-8.62 tt 2.70 
2.76 
2.70 


Heavy Diesel 
Ships’ Bunkers 
N. Y. Harbor... 

do barges... . 





2.42 
tt3.09(5) 








2.42 
2.75 








2.946) 


+#309(3) 
2.80 





o ee 


Neo. 6 Fuel No. 6 Fuel Bunker C 
No. 6 Fuel No Sulfur No. 6 Fuel Max. 1, % Fuel 
No Sulfur Guarantee Max. 1, % Sulfur Shi 
Guarantee Barges Sulfur Barges Bun 
Os. y aati (2)$2.15-2.25¢¢(18) (2)$2.85-2.48 (2)$2.385-2.40  (2)$2.16-2.25TT 


2.25(5) 


1.95 
tt2.29(5) 

2.20(8) 

1.95 











+ 











Philadelphia... tT 
18(2) 2. 16a) 


2.2004) 2.176) 2.12 
Pt. Everglades.. qnan coos 
Portland t 
+t2.26(4) 


Het] 
2. isa) 2.13(4) 


Note—At Atlantic Coast Points from Baltimore south and at Tans, gutons of of some sellers for 
distillate fuels to bulk s at 0.15¢ higher than prices shown above. TPrice subject 
to 0.25¢ gal. “voluntary = ttPrice subject to 10¢ bbl. Galentery allowance.” 


2.44-2.54 2.41 
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Gulf Coast—Cargoes, Domestic & Export, All Ports 


Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbis., and are by refiners only to 
other refiners, expert agents, or tanker terminal operators. The figure in parentheses after each 
price indicates the of companies quoting that price. 


Aviation Gasoline (MIL-F-5572) Kerosine & Light Fuels 


Grade 115/145 19 .75(2) v ” 
Grade 100/130 18 25/2) 41-43 w.w. Kero.........8.75(2)-9-9.25-9 .75(2) 


rade 91/96 17.25(2) Me. B Fat... ccces 7.75(2)-8(2)-8 .25(2)-8 .75(2) 





Diesel & Gas Oils 


43-47 Diesel Index 7.75-8(4) 
95 Oct. Prem. 48-52 Diesel Index 7.875-8 .125(8)-8.5 


x12(3)-12. 25-12. 5-13-13 .25-13 .75 ae 
x11 “6@)-11. 75-12.12.5-13 53-57 Diesel Index. ........8.125-8.25(4)-8 .625 
x11(2)-11.25 
.x10- oR io. - 
75-10- eavy Fuel—Cargoes 
. x9. 75-10-10 .25 
79 Oct 9.25-9.75-10 ea. 6 Pak, 0-18 Pt... csscccccccceree $2.60(2) 
70-72 Oct. M Leaded................ 9.25-9.75 Bunker “C” Fuel...... .$1.85(7)-1.90-1.95-2.00 


Aviation gine Prices 


(Prices are for tank cars, barges or truck transport lots; aviation gasolines meet specification 
MIL-F-5572, unless otherwise noted.) 


District Grade 100/130 Grade 91/96 Grade 80 
New York, N. ¥ 
on, M 
Baltimore, Md 
Norfolk, Va. 
Charles .C 
New Orleans, ‘La. (Baton Rouge) 
Houston, Texas 
Toledo, Ohio 


Lake Port Terminals 


10.8(8) 
10.4(6) 
.. 8 .85(2) 75a 
(a) Delivered Cleveland. ‘® )This price cerrect on and since July 9. 


Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB deep- 
water terminals at ports named, and are subject to crude availability and company’s requirements ; 
2c per bbl. differential per degree of gravity applies for gravities below and above those shown, 
except for Lagunillas Heavy for which price shown applies regardless of gravity. Price rice applicable 
for each cargo is that in effect at time vessel tenders for loading. For purchases mad fields 
prices shown are basis for such purchases with deductions being made for terminaling and pipe 
line services in accordance with published tariffs. ‘Purchases by Creole not subject to contracts with 
Venezuelan government are made at prices est d by dule shown below less le per bbl. 
Crude Gravity API Price (Bbl.) FOB Effective Date 
Bachaquero oie © + 14-14.9 $1.76 Las Piedras or Amuay 
Tia Juana Heavy.......... ‘ 2.18 ry: 

Lagunillas Heavy........... ‘as Piedras or Amuay 
Tia Juana Medium... 1... 
Tia Juana 102 L.P..... Amuay 

Amuay 


Tia Juana Light 
Mara Las Piedras or Amusy 





~ 
eCoa 
on 


r= nono porate ge o9N080 989 
SERBRSSSRSE 


ito 
Capure (Pedernales ) 


Middle East Crude Prices 


a are per bbl. of 42 U. S. gals., exlusive of local port or other governmental charges, sales 
taxes, ete., if any; FOB loading port ‘indicated, for gravities shown; 2c per bbl. differential per 
degree of. ‘gravity applies for gravities below and above those shown.) 


Crude Company Price Loading Port Effective Date 
Arabian Esso Export m ‘ Ras Tanura, Saudi Arabia 
Arabian M. E. Crude Sales Ras Tanura, Saudi Arabia 
Arabian Soc.-Vac. Overseas Supply Ras Tanura, Saudi Arabia 
Basrah Esso Export Fao, Iraq 
Iraq Anglo-Iranian Fao, Iraq 
Iraq Shell Petroleum Fao, Iraq 
Iraq Soc.-Vac. Overseas Supply Fao, Iraq 
Kuwait = lo-Iranian Mina-al-Ahmadi, Kuwait 
Kuwait f Exploration Mina-al-Ahmadi, Kuwait 
Qatar y mn ay Umm Said, Qatar 

tar Esso Export Umm Said, Qatar 

atar Shell Petroleum 


Umm Said, Qatar 
atar Soc.-Vac. Overseas Supply Umm Said, Qatar 
Eastern Mediterra 


NNNNMRK KR ee eee 


Arabian Esso Export 

Arabian M. E. Crude Sales 

Arabian Soc.-Vac. Overseas Supply 

Iraq Anglo-Iranian 

Iraq Esso Export 

Iraq Shell Petroleum 

Iraq Soc.-Vac. Overseas Supply 36-86. 9 


Far East Crude Prices 

Prices are in U. S. dollars per bbl. of 42 U. S. gals., ex local port or other government charges, 
for crude within gravity range stated, loaded in full cargo lots, FOB port indicated. 
Crude Company Gravity API Price FOB Effective Date 
Seria Light Sarawak Oilfields Ltd. 37-38 $2.60 Lutong, Sarawak 4- 1-54 


Sidon, Lebanon 
Sidon, Lebanon 
Sidon, Lebanon 
Tripoli, Lebanon /Banias, Syria 
Tripoli, Lebanon /Banias, Syria 
Tripoli, Lebanon /Banias, Syria 
Tripoli, Lebanon /Banias, Syria 


sonosnso me” 
SBSsSRss SRS8 
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) UNIFORM HIGH QUALITY 
) DEPENDABLE SUPPLY 
DEEP ROCK OIL CORPORATION 


PHONE 2-435 
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Maine to South Carolina 
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This Is Your 
Market Place! 


Write today for Advertising 
Space Rates. 


NATIONAL PETROLEUM 
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330 West 42nd Street 
New York 36, N. Y. 











PRICES in effect July 19—-Tank Wagon 


. Prices for gasoline do not include taxes; they do, however, include 
inspection fees as shown in next column. Gasoline taxes, shown in separate 
column, include 2¢ federal and state taxes; also city and county 
\ rices also do not include 
taxes; kerosine taxes where levied are indicated in t t 
: These prices in 
as posted by principal marketing companies at their 


as indicated in footnotes. Kerosine tank wagon 


if any, are shown in footnotes. 


but subject to later correction. 
Atlantic 


Refining (ettaiae) Si 
@ Regular Grade) 
T.W. T.W. Taxes 


arrisburg. .x14 
Philadelphia.x13 
Pittsburgh. . x15. 
mes *E ud, 
arre 13 


rov., R. 1..*10. 
Camden,N.J. 15 
Newark "14 

- 16. 
Binghamton. 


Warne eeaa :: 
o 
an © © BPREORROANOCROS Ae NS Pee - 


a So ® & arab aeanere ar © nOoMovmsSSon 
—_ 
a 


© © © DB SBAAVMEOA*AMEAAIA 2M A AVAAIAIAIIAAA 
ooSce S&S SeeeeoSeSoCOSSSO cco S&S SeoeooooSeSoSoSO 


15 . 

Bou» BO ice 

Mineral Spirits 
T.W. 


Philadelphia, Pa...,... 18.5 
Pittsburgh 22.0 


“+ © & & Shhawaarwneee ae © nomowNooon 


Heavy Fuel Oils—T.W. 


No. 5 
Philadelphia, Pa. 


Notes: 


Premium-grade gasoline t.w. prices 2.5¢ 
above regular, except Georgia and Florida 2c. 

Kerosine—Thru Pa. & Del., add lc per gal. 
for t.w. deliveries of less than 100 gals. at one 
time. Camden-—Add le for deliveries of 100-299 
gals., 2c for less than 100 gals. 

Mineral Spirits prices also apply to Stoddard 
Solvent. 


Effective dates: * July 2; *July 7; x July 8; 
July 9. 


Cont’] (N. B. Prices are Continental’s 
tank-wagon prices. Current selling 
Oil prices may vary from those shown 
because of local conditions.) 
Conoco Demand 
N-tane (3rd Gaso- 
(regular) Grade) line 
Tan Ww 
Denver, Col... . 
Grand June..... 


Helena........ 
Salt Lake, U.... 
Twin Falls, Ida. 


ogee, Okla. 
Oklahoma City. 
Tulsa 


20 00 00 &© G0 Ge Go ~2 G0 G0 GO G0 G0 G0 Ge Ge Go 
nanoaunooceoooooooo 
rm WROD OM ODDWDOWMNORED 


WROCAROREAONSOCAANWH & 


_ 
— 
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Gasoline tax column includes these city tax- 
es: Albuquerque & Roswell, 0.5¢; Santa Fe, 
le; Cheyenne, 1c; Casper, lc. 

Discounts : 

Salt Lake City and Twin Falls gasoline and 
kerosine prices apply for deliveries of less than 
200 gals. ; 200-399 gals., deduct 0.5¢; 400 gals. 
and over, deduct lc. 

otes: 

T. W. prices are to consumers and dealers. 

Premium-grade gasoline t.w. prices 2.3¢ 
above regular. 
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effect July 19, 1954, 


taxes 


fant 
if 





eadquarters’ offices, 


CHEVRON 


¢ ) Av. 80/87 Gaso- 
= el 7.3. line 
400 Gals. & over Taxes 


-0 


Standard of 
California 





DID WOOW-I-OOw 
oucouanonoce 


t Lake, U.... 
Honolulu, T. H.. 
Fairbanks, Alaska 
STS w caeee 


00 OF ~3 2 GO GO te Go I 


— 
o 


Standard 
Diesel Standard Stove 
Kerosine Fuel Furnace 
Tee T.T. OUT.T. T.T. 
(400 gals. & over) (ex all taxes) 


Honolulu... . 
Fairbanks... . 
Juneau 


DNWONH AHH DOE 
2 Gronbo Go ~ato coer onto na 


Taxes: 


Boise—8ec gas tax applies to motor fuel only; 
avgas taxes are 2c federal, 2.5¢ state. 

Salt Lake—7c gas tax applies to motor fuel 
only ; avgas taxes are 2c federal, 4c state. 

Honolulu—8.5¢ gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 3.5c terri- 
torial. Standard Diesel/furnace oil price is ex 
le territorial liquid fuels tax. All T.T. prices 
are ex Hawaiian gross income tax of 1% to 
resellers, 2.5% to consumers. 


Notes: 


Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 gals. ; 
0.5¢ for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5¢ differential applies 
to 40-399 gal. delivery; for less than 40 gals. 
add 5.0c gal. ; except at Honolulu add 5.0c for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals. 
Prices for Chevron Supreme (Premium) are 
2.2c gal. higher, except at Boise, and Salt 
Lake, which are 2.0¢c gal. higher—than Chev- 
ron (Regular) for quantity delivered. For less 
than 40 gal. deliveries, add 5.0c gal. to 400- 
gals.-and-over price, except at Honolulu, add 
5.0c gal. for less than 40 gals. (Marine) and 
less than 100 gals. Shoreside). Add to Chev- 
ron Aviation 80/87 quantity delivered prices, 
2.0¢ for 91/98, 5.0c for 100/130 and 8.0¢ for 
115/145. 

Kerosine—T.T. prices, except at Salt Lake 
City, apply to deliveries of 400 gals. & over. 
For other deliveries: less than 40 gals., add 
8e; 200-399 gals., add 1c; 40-199 gals., add 4c; 
tank car/truck trailer ; deduct 1.5c. Salt Lake 
City posted tank truck price is for minimum 
40 gal. deliveries. 

Standard Diesel/Furnace Oil & Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 
gals., add ic; 200-399 gals., add 0.5c; less 
than 40 gals., add 5c. 

* Standard No. 2 Burner Oil. 


Humble = Humble 
Gaso- Kerosine 


Oil Regular line Tank Re- 

T.W. Retail Taxes Wagon tail 
Dallas, Tex... 14.8 20.1 ; " 17.5 
Ft. Worth.... 14.8 20.1 6.0 y 17.5 
Houston..... 14.7 20.0 6.0 18.8 17.5 
San Antonio.. 15.0 20.3 6.0 18.38 17.5 


Notes: 

T.W. prices are to all classes of dealers and 
consumers. 

Premium-grade gasoline t.w. prices 2c above 
regular. 


Kans. 1/100c; La. 1/32 


Inspection fees per gal., included in both gasoline and kerosine prices 
unless otherwise specified, are as follows: 

Ala. 1/40c on gasoline; Ark. 1/20c; Fla. 1/8c; Ill. 3/100c; Ind. 2/25e; 
c; Minn. 5/200c; Mo. 1/25c; Neb. 2/100 
1/20c; N. C. 1/4c; N. D. 1/20c; Okla. 2/25c; S. C. 1/8; S. D. 1/40c; 
Tenn. 2/5c; and Wisc, 3/100c. : 

Kerosine inspection fees only: Ala. 1/2c. Iowa 1/50c; Mich. 1/5c. 


ic; Nev. 


Esso Gasoline ‘ 
(Regular Grade) =4 
Gasoline Kero- 

Cons. Dir. sine 
T.0. T.W. Ti T.W. 
ic City, N.J..914.7 914. 13.8 
— wes "14 "14. 13.7 
*14. bisie 
15 


Esso 
Standard 


+ MOM WMNOSwWOOH-~AIMEO: m: 


Shreveport 
New Iberia 
Knoxville, Tenn... . . 


es 
AW H DN PRON OH DOW SADAE OHH DODREAH DAA 
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ReowHmRowron: - 


Little Rock, Ark... . 
Naphthas T.W. & Steel Bbls. 
Newark, N. J. Min, Spirits V.M.&P. 


3600 gals. & over 19.5 

Steel bbls. 25.5 
Baltimore, Md. 

8,600 gals. & over 

ee) eee 
Washington, D. C. 

3,600 gals. & over 

FUEL OILS—T.W. 
No.1 No.2 No.4 No.6 


Atlantic City, N. J. 13.8 
Newark 13.7 
Baltimore, Md... .. 
Washington, D. C.. 
Danville, Va 


$3.684 $2.83 
3.738 2.85 
4.05 2.89 


Charleston, 8. C.... .... 
Columbia nas 
Spartanburg -_ anh eek 
Taxes: Louisiana kerosine prices do not in- 
clude le state tax. 
Notes: Kerosine No. 1—Atlantic City prices 
are for deliveries of 300 gals. or more; add lc 
for 100-299 gals. 2c for less than 100 gals. 

No. 6—Washington price is for min. delivery 
of 1,050 gals.; for min. delivery of 2,500 gals. 
price is $2.83 per bbl. 

Premium-grade gasoline t.w. prices 2.5c 
above regular. 

Effective dates: "July 9; xJuly 10. 


(Prices are per imperial gal.; to 
Imperial arrive at price per U. S. gal., 
Oil subtract 1/6th.) 


(Esso Gasoline 
Regular Grade) Kero- 
x Gasoline sine 


(2-301 DH Gor WO wen Com C2 IO 


rX) 


pnvwarnonanea-2-2-20 
soooooeoooooco 
wom mtowaenssssssesosene & 


Vancouver, B. 
Taxes: Gasoline taxes are provincial taxes. 
Notes: Premium-grade gasoline t.w. prices 2.5¢ 
above regular. 

* Price is for Premium-grade. 
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23 batteries a minute 
— bold by sowice sMaltous 


Every minute two dozen motorists are buying 
new batteries; 1380 every hour, 33,330 a day, 
12 million a year sold by neighborhood service 
stations! 

Approximately one half of all the replace- 
ment tires, batteries and accessories sold this 
year will be sold through these important retail 
outlets . . . the 200,000 neighborhood service 
stations which are supplied by major oil com- 
pany and oil jobber organizations. 

How do you put your brand in this picture? 
How do you get your share of this TBA* busi- 
ness? Not from the attendants or operators. 


a 
-_..% 


You have to reach the marketing executives 
of oil companies and oil jobber organizations 
... the men who direct the packaging, storage, 
transportation and sales of petroleum products, 
PLUS the purchase and resale of tires, bat- 
teries and accessories ... the men who read 
National Petroleum News every week for latest 
marketing and merchandising news. 

For your share of service station TBA busi- 
ness, use the direct approach to the right men. 
Start telling your story in National Petroleum 
News now! 


*TBA is the oil industry's designation for tires, batteries and accessories. 


NATIONAL PETROLEUM NEWS 


A McGRAW-HILE PUBLICATION 


Publishers of the 
Annual TBA Directory 
& Buyer’s Guide 


Member of Associated Business Publicotions 
ond Audit Bureav of Ciculations 


Publication offices: 


330 West 42nd Street * New York 36, N. Y. 
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PRICES in effect July 19-—Tank Wagon—Cont. 


Secony Vacuum 


Mobilgas Aircraft 
Grade Grade “se Mobilgas (Regular Grade) 
Gasoline 80 91 Cons. Dir. C Dir. 
Taxes T.W. T.W. T w. Tc. TK. T 


~_ 


mag ye 
Tc. 


Zz. 
age 


s3333 4 


rage! Kerosine 
T.Cc. Yard 


. 


New York City: 
Manh 


Bronx 

Kings 

Queens . 

Richmond 
Albany, N. Y.. 
Binghamton 
Buffalo 
Jamestown. . 
Mt. Vernon. 
Plattsburg 
Rochester 
Syracuse 
Bridgeport, Conn. 
Danbury. 
Hartford 
New Haven 
Bangor, Me. 
Portland 
Boston, Mass. 
Concord, N. H. 
Lancaster. ... 
Manchester. . 
Portsmouth. 
Providence, R. I... 
Burlington, Vt. 
Rutland 


7 
~ 


oe «3 
oo 


-_ 
SS ABAAAA 


cooococoscooo 
: wa Ge! Me! totes 


rom: Nmwomt: o- 


10.55* . 
10.2* 


: Bogewtom: to 
Oo eo * 
*** * 


10.0 
9 
11. 


"14. 
13 
15 


24.8 ie 
4 
1 


11.7 
12.1 
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20 00 Go 300 SOO ODOR DOM AMHONMOSOOOOO 
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Tank Wagon Prices 
Mies Spirits. 
-M.& . Naphtha 
aol N.Y.C. prices are ex 3% city sales tam, 
Discounts: Mobile Kerosine—New York City 
Mobilfuel Diesel—All points, tank wagon less 0.5c for deliveries of 800 gals. or more. 
Mobilheat—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5c for deliveries of 


Notes: Jamestown T. C. prices are delivered prices, all other T.C. prices are FOB bulk terminals. 
xEffective July 13; "July g *Subject to 0.25¢ temporary discount. 


Ohio Standard 


Buffalo 


Providence 
19.5 
21.5 


Boston Hartford 
20.0 


21.5 


Rochester 
19.5 20.5 22.0 19.0 

21.5 19.5 22.5 23.5 20.5 
Syracuse prices ex 2% city sales tax, applicable to price of gasoline (ex tax), 
(all boroughs) and Mt. Vernon, tank wagon less 0.5c for deliveries of 300 gals. 


Syracues 


or more 


300 gal. or more. 


Sohio X-Tane Gasoline 
(Regular Grade) 


Aviation Gas.-Cons. T.W, 
i Con- 


Sohio Sohio 
Gasoline Avia. Avia. 
100 T.W. 


27. 
27. 


Naphtha & Solvents—Cons. T.W. 
S.R. D.C. V.M.&P. Sohio 
Sel- Naph- Naph- Sol- 

tha tha vent 


Kerosine No. ! 
Sohio- 
Akron 
Canton 
Cincinnati 
Cleveland. 
Columbus 
Dayton 


¥ 
8 
= 


BBE 
wayaasaayaaaana 


Lima 
Mansfield 
Marion 
Portsmouth 
oledo 
Youngstown 
Zanesville 


Taxes: 


BEBEEEES 
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BENEEREEBEEE 
cooooooosoosco 


a 
o 


Hangar operators can 
10 to supplier 
Discounts : Sohio Aviation 
Notes: Kerosine, Nos. 1 and 

Naphthas & Solvents- 
gals., add Sec. 
Premium-grade gasoline t.w. 
Stations. 
*Subject te 0.5c “temporary 


Indiana Standard 


_ _ Tank wagon 
of Indiana bulk pla 


purchase aviation gasoline less 4c per gal. State Road Tax by ouppertiag purchase with State Tax Exemption Form 
on contract 
2 Fuels 


-T.W. 


to hangar operators and resellers, 2c off consumer t.w. 
Prices are for 100 gals. or more, 50 to 99 gals. add le per gal., 1-49 gals, 
and drum prices are for deliveries of 500 gals. or more. For other deliveries: 


add 
150-499 gals. 


2c per gal. 


add 2c; less than 150 


prices 2c above regular; third-grade prices same as regular unless otherwise noted; s.s. prices are at company operated 


Allowance.” 


pooee listed below were obtained by NPN correspondents who visited Standard 


Red Crown 

(Reg. Grade) Gaso- Kero- 

Cons. Di ine 

Taxes 

Chicago, Il. 
South Bend, Ind. 
Detroit, Mich. 
Mpls.-St. Paul. . 
Des Moines, la. 
St. Louis, Mo. 
Wichita, Kans. 
Omaha, Nebr. 
Fargo, N. D..... 
Huron, 8. D. 
Milwaukee, Wisc. 


0 


mowrene 


SA nwe oe 


Cnn 


Fuel Oils T.W.—-Chicago, I. 


Standard 
Heater Oil 


16.3 


Stanolex 
Furnace Oil 
1-99 gals. 15.3 
100-149 gals. 15 iiame 
100-149 gals. 1E 
150 gals. & over 1 
100-399 gals. 14.3 
400 gals. & over 13.8 


3 
3 
x 


Stanolex 
Fuel A 
9.15 
8.4 


Stanolex 
Fuel C 
1-749 gals. 8.0 


750 gals. & over 7.25 


Taxes: St. Louis, Mo., gasoline tax includes 1c 
city tax. Des Moines, la., kerosine and furnace 
oil prices do not include 6c state tax. State 
sales, occupation, consumer & use taxes to be 
added, where applicable. 

*“Temporary”’ price 


66 


nts where the company’s prices are publicly posted. 


Re 5 





Furnace Oil ——-—-—- 
100- 350 850 
349 B49 gals. gals. 
gals. gals. S&over & over 


100 = -100- 
-99 gals. 175 
&over gals. 


4.8 


"16 14/5 
Fire-Chief Gasoline 
(Regular Grade) 
Dealer Gasoline 
T.W. Taxes 
0 
0 


Texas 
Co. 


Dallas, Tex. 

Ft. Worth 

Wichita Falls 

Amarillo 

Tyler 

El Paso 

San Angelo 

Waco 

Austin 

Houston 

San Antonio ( 

Port Arthur 7 

Notes: Dealer 

classes of 

of 50 gals. 
Premium-grade 

regular. 


Kerosine 

Dealer 

T. 

14.8 
14.8 
15.0 
15.0 
0 
8 
0 
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tw. 
consumers 


prices 
with 


all 


delivery 


apply also to 
minimum 


gasoline t.w. prices 2c above 
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Kentucky 
Standard 


Covington, Ky... . 
xingt: 


Birmingham, ‘Ala. 
Mobile +> 
Montgomery . 
Atlanta, Ga.... 
ee 
Macon 
Savannah - 
Jacksonville, Fila... 
iami i 
Pensacola. . 
Tampa. . 


ren 
coococooscoceo 


oooo 


- 
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APAABNBDHOHONORAIODH 
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x15. 


—) 


Taxes: 

Gasoline tax column includes these city & 
county taxes: Mobile, 3c city; Birmingham, Ic 
county; Montgomery, Ic city & le county; 
Pensacola, le city. Other taxes not included in 
prices: Georgia, kerosine, lc; Montgomery, 
kerosine, ic.; Mississippi, kerosine 0.5c. 


Notes: 
Premium-grade gasoline t.w. prices 2c 
regular. ’ ; 
Cons. t.w. prices same as net dealer prices. 
x Effective July 12. 


above 


21 


1954 





FOREIGN 


Russia Stepping Up 
Try for Middle East 


Russia has set up the oil-rich Middle 
East as a target area, it was disclosed 
in testimony released by the Senate 
Foreign Relations Committee. 

The observation that Russia is step- 
ping up her penetration in the area 
came during questioning of Henry A. 
Byroade, assistant secretary of state 
for Near Eastern affairs, and’ others 
during committee hearings on the 
mutual security program for the fiscal 
year beginning last July 1. 

Byroade pointed out that Russia 
twice has taken the side of the Arab 
States in the United Nations Security 
Council and has pictured herself in- 
creasingly as the champion of the 
Arabs against the Israeli. In testimony 
carrying frequent deletions, he said: 

—USS. is trying to show the Middle 
Eastern states that they can protect 
themselves, raise standards of living 
and still remain independent, while 
Russia is continuing her penetrative 
policy. “There are dangers of losing 
the Middle East through this type of 
cold-war situation.” 

—Despite the fact that the Reds are 
“taking sides,” the U.S. has hopes, 
from the long-range viewpoint, of 
maintaining an “even-handed” attitude 
toward both sides. 

—U.S. is, in effect “subsidizing” 
Abadan Refinery workers through sup- 
port aid to Iran, some of which “un- 
doubtedly has been used to help meet 
the nationalized Iranian oil company 
payroll.” The idea is to “keep some 
sort of stability” at Abadan. 

Byroade said, “Russia has looked 
upon this (Middle East) as one of her 
primary goals, but it is an area, with 
all the other things going on around 
the world, that could wait—that would 
wait for her. I think she has decided 
to step up activities there.” 


South Africa Plant Starts 
Producing Oil from Coal 


The first section of the world’s 


largest oil-from-coal plant, an $84 
million project, is in operation at 
Johannesburg, South Africa. Other 
sections will go into operation in the 
next few months. Among the first will 
be oxygen and catalyst synthesis units. 
Inland motorists, who now pay 
large duties and rail charges on gaso- 
line, are hoping for lower prices. But 
this seems unlikely, since production 
is too small. South African Coal, Oil 
and Gas Co., Ltd., built the plant. 
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This index is published as a convenience to the 
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CLASSIFIED 


UNDISPLAYED RATE 
$1.50 a line. Minimum 3 lines. Box numbers 
count one additional line. 
POSITION WANTED. Undisplayed rote is one 
half of above rate, payable in odvonce. 
DISPLAYED RATE 
The advertising rate is $14.50 per inch for all 
advertising appearing on other thon a con- 
tract basis. Contract rates quoted on request. 
NATIONAL PETROLEUM NEWS, 
Classified Advertising Division 
330 W. 42nd St., N. Y. 36, N. Y. 











WANTED—SALES MANAGER 


AUTOMOTIVE LUBRICANTS 


Going to cor dealers, fleet owners, independent 
service stations. Must be experienced handling 
salesmen and distributors. Past work in auto- 
motive lubricants or tires or batteries or acces- 
sories preferred. 50-year-old ey AAA-1 
rating. Semi-national distribution; ation East- 
ern Ohio. Substantial salary plus incentive 
bonus. State education, past record in detail. 
Replies held confidential. Application through 
third party acceptable. 


P3391 National Petroleum News 
520 N. Michigan Ave., Chicago 11, II! 




















REPLIES (Box No.): Address to 7-7 ‘nearest you 
NEW YORK: 330 W. 42nd St. (36) 
CHICAGO: 520 N. Michigan Ave. (11) 
SAN FRANCISCO 68 Post St. (4) 


)EMPCOWMENT 


—_—_ ‘Position W. Wanted — 
College gred, age 30, with ‘major oll and tire 


sales experience desires position with progressive 
concern, Write PW-3407, National Petroleum 
= For Sala ————— 


= 


part 
ments. Power take off, meter, excellent rubber, 
Price $850.00—Tri-State Oil Co., Pittsburgh 1, 
Pa.—Phone STerling 1-4410. 


























Wanted: C jobbership 

ownership basis by two sales proven men—college 
graduates, each with nine years’ experience with 
top major oil company. Knowledge of production 
and refining—specialists in retail consumer busi 
ness and service station development. Reply with 
full particulars to Box BO-3408, National Petro 


=i : 


Mailing lists ‘of refined and fuel oll dealers. 
Free catalogue, Oil Industry Mailing List Co., 
405 Tuloma Bidg., Tulsa, Okla. 











FOR SALE—Priced Low 


2,000 GPM BRONZE CENTRIFUGAL PUMPS, 
8” Double Suction, Stainless Shaft, Ball Bearing, 
as Pressure, 337’ Head, Mfg. Frederick for U.S. 

. Coupled to Crocker-Wheeler 250 H.P. 240 Volt, 
Ball, "Bearing D.C. Motor, Mounted on Heavy Steel 
Base Pilate. New, never used, excellent condition. 
Have one extra pump, dismounted. 

GEO. D. THOMAS 
3407 W. Broad St. Richmond, Va 


OPPORTUNITIES ———__- 


business; personal or personnel; finan- 
celal; equipment; etc., may be offered or 
located through the classified advertising 
section of NATIONAL PETROLEUM 
NEWS 














ABOUT OIL PEOPLE 


Compton Coe 


Bolton 


NEW OFFICERS of the Keritucky Petroleum Industries Committee are congratulated 
by retiring chairman C. J. Bolton, Jr., manager, marketing division, Ashland Oil and 
Refining Co., during committee’s annual meeting in Louisville, June 25. New chairman 
is C. H. Coe, state manager, The Texas Co.; new vice-chairman is C. B. Compton, 


division manager, Standard Oil (Kentucky) 


Frank W. Clark now heads Tide 
Water Associated’s New York sales 
district with offices at 17 Battery Place, 
New York City. Clark was former 
manager of the Middle-Atlantic sales 
district. His new sales district covers 
all of New York state. 

Frank S. Colclough, formerly mana- 
ger of the New York district, takes 
over as manager of the Middle-Atlantic 
district with offices in Philadelphia. 

Colclough’s sales district covers 
New Jersey, Delaware, Pennsylvania, 
Maryland, District of Columbia and 
Virginia. 


~— 

G. A. Round L. Raymond 

George A. Round has retired as 
chief automotive engineer of Socony- 
Vacuum, after 40 years of service. 

Round, a graduate of Brown Uni- 
versity, joined the old Vacuum Oil 
Co. in Boston, in 1914, as an auto- 
motive engineer. He was transferred 
to the New York offices in 1919 and 
when, in 1932, the Vacuum company 
merged with Standard Oil Co. of New 
York, Round continued as an auto- 
motive engineer with Socony-Vacuum. 


68 


He was made chief automotive en- 
gineer in 1939. 

During World War II, he was tech- 
nical consultant on fuels and lubri- 
cants for the ordnance department of 
the U. S. Army. Since his retirement, 
Round has become technical consult- 
ant for the American Petroleum In- 
stitute’s lubrication committee. 

Leonard Raymond, formerly assist- 
ant chief automotive engineer, suc- 
ceeds Round. Raymond was at one 
time with Tide Water Associated as 
supervisor of the automotive labora- 
tory. He left that position in 1945 to 
join Socony’s research and develop- 
ment department at Paulsboro, N. J., 
and came to New York in 1953 as 
assistant chief engineer. 

Raymond is a graduate of Columbia 
University, class of ’28. 

. 

Shell Oil Co.’s general sales mana- 
gers will exchange territories eflective 
Aug. 1. The exchange, reports Shell, 
is being made “to strengthen the or- 
ganization by giving the general sales 
managers the broadest possible expe- 
rience and knowledge of the com- 
pany’s entire marketing operation.” 

Affected are P. C. Thomas, general 
sales manager in charge of East Coast 
divisions, who will take over super- 
vision of the Midwest area; Selwyn 
Eddy, Midwest general sales manager, 
who will move to the West Coast; and 
J. L. Wadlow, West Coast general sales 
manager, who will move to the East 
Coast. 

Thomas has been with Shell since 
1932. He has held the positions of 


district manager at Houston, sales 
manager at St. Louis, division mana- 
ger and later general sales manager at 
San Francisco. He was appointed gen- 
eral sales manager, East Coast, in 
1951. 

Eddy joined Shell as a service sta- 
tion salesman in San Francisco in 
1925, served in various sales positions 
in California, and as division manager 
in Detroit and New York. He was 
appointed general sales manager, Mid- 
west, in 1951. 

Wadlow also was appointed to gen- 
eral sales manager in 1951. He started 
with Shell as a service station salesman 
at Granite City, Ill. He has served as 
division manager at Jacksonville, Fla., 
Indianapolis and Atlanta. 


J. T. McDowell H. F. Goold 


John T. McDowell, former regional 
manager at Cleveland for Cities Serv- 
ice, has been elected vice president 
and general manager of Cities Service 
Oil Co., Ltd. McDowell, together with 
E. D. Prentis, vice president, treasurer 
and assistant general manager of the 
Canadian company, will direct a pro- 
gram of marketing expansion and de- 
velopment in Ontario and Quebec 
provinces. 

McDowell will maintain headquar- 
ters in Toronto. He has spent 25 years 
in various phases of Cities Service 
marketing and distribution. In 1950 
he was appointed assistant regional 
manager of marketing at Chicago and 
was later made regional manager at 
Cleveland. 

Succeeding McDowell at Cleveland 
is Harry F. Goold, who has also spent 
many years in Cities Service market- 
ing, has served as manager of the 
marketing in Oklahoma and in 1952 
was appointed assistant regional mana- 
ger at Cleveland. 


© 
Charles Turlington, Turlington Coal 
and Oil Co., Fayetteville, N. C., is in- 
stalling a fuel oil budget system which 
he calls the Turlington Fuel Club. 
Turlington also plans to add a new 
office this summer. 
e 
F. E. McMahon, president of 
Corwn Oil Corp., Chatham, N. J., has 
taken on an air conditioning line. 
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MEET THE FAMILY... 
The Crown “F” Style Family, That is! 

















a 


c—=() There’s a Crown “F” Style ...in any size...to 
we, meet your most exacting can requirements. Quarter 
x~Z Pints, Half Pints, Pints, Quarts, Half Gallons, 


Gallons. Light in weight! Easy to handle! Perfect 
Vy : 
7 


protection for your product! And there’s more “sell” 


in Crown's superior lithography! 


Most Important: Recent plant improvements 
enable us to fill your “F’’ Style orders not next 
month — or next week — BUT NOW! Think it over. 





Aren't there a number of reasons why Crown should be 





one of your “F” Style suppliers? Call or write your nearby 





Crown sales office for complete details. Ask for Free Catalog. 


(aay lone laptt Ce tanyuitem COM CAN 


DIVISION 
CROWN CORK & SEAL COMPANY, INC. 


PHILADELPHIA «© CHICAGO © ORLANDO © NEW YORK + BALTIMORE #© BOSTON e@ ST. LOUIS 
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Handy for brake drum cleaning. 


Blow-cleaning a carburetor. 


See your ARO Jobber 


Cleaning jobs ‘‘under the hood’’. @ 


New ARO Blow Gun Model 7444 
delivers air blast with absolute con- 
trol— whisper or BLAST —for 
cleaning operations in service sta- 
tions, garages and car dealer ser- 
vice departments. Throttle valve 
meters air exactly—just press for 


more pressure. 


Saves labor . reduces costs for 
cleaning out brake drums .. . bat- 
tery terminals . . . distributors... 
carburetors .. . gas lines . . . gen- 


erator brushes... car interiors... 


tires and under fenders . . . many 


mores uses, 


THE ARO EQUIPMENT CORPORATION, BRYAN, OHIO 


Aro Equipment of Canada, Ltd., Toronto 1, Ontario 


LUBE EQUIPMENT 
| Also...AIR TOOLS...AIRCRAFT PRODUCTS... 
GREASE FITTINGS 





ABOUT OIL PEOPLE 


Dewey Walker 
is the new credit 
manager for Mid- 
Continent Petro- 
leum Corp. Walk- 
er, assistant credit 
manager since 
April of °52, as- 
sumed his new 
position July 1. 

He started with 
Mid-Continent in 
1929 as a bulk 
station agent at Bloomington, Ind. and 
that same year was promoted to district 
salesman. In 1930 he was made oper- 
ating supervisor at Lebanon, Ind., and 
in 1931 joined the credit department 
of the Eastern Division at Terre Haute. 
In 1940 he was made eastern division 
credit manager and in 1952 was trans- 
ferred to the general office in Tulsa. 
He is a director of the Tulsa Whole- 
sale Credit Managers Assn., vice pres- 
ident of the Southwest Petroleum 
Credit Assn., and a member of the 
American Petroleum Credit Assn. and 
the National Assn. of Credit Men. 

Walker succeeds F. S. Schindler, 
former credit manager, who has re- 
tired. Schindler joined Mid-Continent 
as credit manager in 1937, when D-X 
acquired the Taxman Refining Co. 


D. Walker 


- 

W. Leslie Parker, president of Park- 
er Oil Co., agent for Pennzoil, Bar- 
berton, Ohio, took over a Shell station 
July 1. Parker plans to repaint the 
station and replace the driveways. The 
company is also going to reactivate 
its bulk plant. of 50,000 gal. capacity. 

a 


W. C. Guthrie is operator of a new 
distributing plant at Palmdale, Calif., 
for Tide Water Associated. Guthrie 
will serve the territory of Lancaster, 
Mojave and Palmdale. Guthrie is a 
former fuel oil distributor. 

* 

A Defense Department’s aide’s per- 
severance has paid off in a $600 an- 
nual pay hike. The man in question 
is Joseph J. Muir, a commodity 
analyst, who won a battle during the 
height of the Korean War crisis 
to retain butylene production for 
aviation gasoline, rather than syn- 
thetic rubber production—which re- 
sulted in a saving of $6.3 million for 
the Defense Department. 

Thomas P. Pike, assistant defense 
secretary for logistics, who granted 
the pay hike to Muir, says that Muir’s 
analysis and recommendations formed 
the basis of an appeal by Petroleum 
Administration for Defense to then 
Defense Mobilizer Wilson. PAD won 
the decision, which Pike said, has 
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resulted in preventing a loss of 2,800 
b/d of ee to Defense, which ONE truck ora FLEET 
in turn, would have meant losing “ap- 
proximately 1 million bbl. of aviation 
gasoline at a time when this product 
was vitally necessary in mobilization 
and in critically short supply.” Pike 
went on to say that it would have 
been necessary to make up this avgas 
deficit “with marginal production at 
a premium cost of 15¢ per gal.” At 
15¢ per gal. on 1 million bbls., he 
pointed out, the total cost would have 
been an additional $5.3 million. 


° you ll gain more with 
f Howard P. Fer- 


m has trans- 
Ferred from | Mj) od 4; Meee od |) 
Standard Oil Co.’s 
(Ohio) manufac- 
turing department 
to the sales de- 
partment, where 
he takes on the 
position of man- 
ager of lubricat- 
H. P. Ferguson ing oil sales. 
Ferguson was 
formerly manager of the Sohio No. 2 
refinery in Cleveland. He is a chemical 
engineering graduate of Massachusetts 
Institute of Technology and has been 
with Sohio since 1932. 
- 

Otto E. Siebenmann has been ap- 
pointed Chicago District Manager for 
Shell Oil Co. 

Since his graduation from North- 
western University in 1927, Sieben- | 
mann has various ysitio Sas 
ghar be there omy edad In seven capacities from 40 to 300 G.P.M. 
cent promotion, he was district man- 
ager in Peoria, IIl. 

Siebenmann succeeds M. V. Erick- 
son, who has been transferred to Wil- 
mington, Calif., as district manager. 

~ 

he ra reper en * glia 7 agg bearings — deep packing box with 8 split 
job as manage 2e : i 3 
Desks a aoe minimises. tieind @ Pumping gears run smoothly in axial hydraulic balance. 
was formerly manager of the sales @ Adjustable relief valve assures full capacity when pumping . 
control department. permits nozzle shut off without stopping pump. 

Gockel joined Deep Rock in 1948. Compact design, lightweight ...ideal for new installations or 
He was named assistant to the man- for replacement. 
ager of supplies and economics divi- 
sion in 1950, and was promoted to . 
manager of product supply and dis- Send for Literature 
tribution the following year. 

Gockel received a law degree from - 

) » a 
il gad aia SEE YOUR NEAREST ROPER DISTRIBUTOR 

Howard E. Burba succeeds Gockel 
as manager of sales control. Burba, 
formerly assistant to Gockel, will re- 
port to J. G. Campbell, vice president Geo. D. Roper Corporation 
in charge of marketing. 

Burba, a graduate of University of 477 Blackhawk Park Avenue 
Oklahoma, has been with Deep Rock Rockford, Illinois 
since 1952. 











Easy to install and operate ... dependable to reduce down-time, 
you'll find the Roper Series 3600 Truck Pump a worthwhile 
investment in necessary equipment. This is a complete unit, 
ready for hook-up on any type of drive, and for all conditions 
of piping and mounting. 
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ABOUT OIL PEOPLE 





Hans Nicholas Reynolds Slap 


NEW OFFICERS of the Mississippi Petroleum Industries Committee are congratu- 
lated by retiring chairman E. J. Reynolds, state manager, Standard Oil Co. (Kentucky), 
during committee’s annual meeting at Jackson. C. J. Hans, area manager, Sinclair 
Refining, is vice chairman; H. J. Nicholas, district manager, Gulf Refining, chair- 
man; and Walter D. May, executive secretary 





Warga Fitzgerald Clark Atkinson Wormley 


SPECTACULAR SIGN for Clark Super 100 gasoline, is officially lighted by Emory 
T. Clark, president Clark Oil and Refining Corp., Milwaukee. Sharing in the cere- 
mony are G. F. Fitzergerald, president, Cream City Outdoor Advertising Co., which 
erected the sign; Paul Warga, Mathisson and Associates, Inc.; Robert G. Atkinson, 
retail sales manager for Clark Oil; and George Wormley, secretary of Clark Oil. The 
sign is located on the east end of the Wisconsin Ave. viaduct in Milwaukee. Towering 
47 ft. above the roof on which it stands, the sign uses a half-mile of neon tubing 
driven by 50 transformers, 1,600 light bulbs, and 33,000 watts of power 





Woodard Dietshe Monroe Ade Pemberton Etzel 


PETROLEUM INDUSTRIES COMMITTEE of Florida elected Max Dietshe chair- 
man during a recent meeting. Dietshe, regional manager of Sun Oil at Jacksonville, 
is being congratulated by outgoing chairman S. L. Monroe, district manager of Gulf 
Oil, at Jacksonville. Other officers are: Glen Woodard, Jacksonville, executive secre- 
tary; C. T. Ade, first vice-chairman, division manager, Standard Oil, Jacksonville; 
P. G. Pemberton, treasurer, Orange State Oil Co., Miami, outgoing vice-chairman ; 
and W. T. Etzel, zone manager, Gulf Oil, Miami, second vice-chairman 





COMING MEETINGS 


AUGUST 


Florida Petroleum Marketers Assn., Tides Ho 
tel and Bath Club, St. Petersburg, Fia., 
Aug. 6. 

National Congress of Petroleum Retailers, 8th 


annual convention, Sir Francis Drake Hotel, 
San Francisco, Calif., Aug. 8-13. 


Seuth Carolina Oil Jobbers Assn., Bon Air 
Hotel, Augusta, Ga., Aug. 9-10. 


Secy. of Automotive Engineers, national West 
ar meeting, Los Angeles, Calif., Aug. 
16-18. 


Oil Heat Institute of America, Inc., Distribu- 
tion Division, directors and executive board, 
Greenbrier Hotel, White Sulphur Springs, 
W. Va., Aug. 31-Sept. 2. 


SEPTEMBER 

North Carolina Oil Jobbers Assn., fall con- 
vention Grove Park Inn, Asheville, N.C.. 
Sept. 5-7. 


Assn. of Desk & Derrick Clubs of No. America, 
3rd annual convention, Banff Springs Hotel, 
Banff, Alta., Canada, Sept. 7-9. 


Oil Industry Information Committee, Conrad 
Hilton Hotel, Chicago, Ill., Sept. 8-10. 


terstate Oil Compact Commission, Fonte- 
nelle Hotel, Omaha, Neb., Sept. 9-11. 
Michigan Petroleum Assn., fall convention, 
Park Place Hotel, Traverse City, Mich., 
Sept. 10-11. 


Packaging Institute, petroleum packaging com- 
mittee, Philadelphia, Pa., Sept. 13-14. 


Kentucky Petroleum Marketers Assn., fal! out- 
ing and annual golf tourney, Kenlake Hotel, 
Kentucky Lake State Park, Sept. 15-16. 


National Petroleum Assn., 52nd annual meet- 
ing, Hotel Traymore, Atlantic City, N. J., 
Sept. 15-17. 


American Petroleum Institute, Lubrication 
Committee, Traymore Hotel, Atlantic City, 
N. J., Sept. 15-17. 

Ohio Petroleum Marketers Assn., fall confer- 
ence and golf tournament, Hollenden Hotel, 
Westwood Country Club, Cleveland, Ohio, 
Sept. 22-23. 

Pennsylvania Petroleum Asen., fal] convention, 
Pocono Manor Inn, Pocono Manor, Pa., 
Sept. 26-28. 

Tennessee Oil Men’s Assn., fall meetings, Pea- 
body Hotel, Memphis, Tenn., Sept. 27-28. 
Independent Oil Compounders Assn., annua) 
meeting, Hotel Sheraton, Chicago, Ill., Sept. 

27-28. 





OCTOBER 


Empire State Petroleum Assn., fal] meeting, 
Whiteface Inn, Lake Placid, Whiteface, 
N. Y., Oct. 10-12. 

National Assn. of Oil Equipment Jobbers, 4th 
annual meeting, Congress Hotel, Chicago, 
IIL, Oct. 10-12. 

Secy. of Automotive Engineers, national trans- 
portation meeting, Bosten, Mass., week of 
Oct. 18. 

Texas Oil Jobbers Assn., Management Insti- 
tute, Driskill Hotel, Austin, Texas, Oct. 
19-21. 

Nebraska Petroleum Marketers Assn., annual 
convention, Paxton Hotel, Omaha, Neb., 
Oct. 20-21. 

Independent Petroleum Assn. of America, an- 
nual meeting, Tulsa, Okla., Oct. 25-26. 

National Lubricating Grease Institute, 22nd 
annual meeting, Mark Hopkins Hotel, San 
Francisco, Calif., Oct. 25-27. 

Texas Oil Jobbers Assn., Management Insti- 
—_ Caprock Hotel, Lubbock, Texas, Oct. 
2 


NOVEMBER 


BSecy. ef Automotive Engineers, nationa) fuels 
and lubricants meeting, Mayo Hotel, Tulsa, 
Okla., Nov. 4-5. 

American Petroleum Institute, 34th annual 
meeting, Conrad Hilton Hotel and Palmer 
House, Chicago, Ill., Nov. 8-11. 

Assn. of American Battery Manufacturers, an- 
nual convention, Edgewater Beach Hotel, 
Chicago, Ill., Nov. 15-17. 

Packaging Institute, Petroleum Packaging 
Committee, Statler Hotel, New York, N. Y., 
Nov. 29-30. 

Oil Industry TBA Group, annua! convention, 
Park Plaza and Forest Hotels, St. Louis, 
Mo., Nov. 29-30. 


72 NATIONAL PETROLEUM NEWS °* July 21, 1954 





INDIANAPOLIS 300° WINNER 


Bill Vukovich makes it 


A-IN-A-ROW FOR MOBILOIL 


45 > EK / Re . 
~“OReethas---:.4 ang 
ow —, 


~~ 


Look at the Record —They 


All Won with Mobiloil 


HE BIG RACE is over—but they’re 
aaa YUKOVICH Tstin talking about the results. For 
28.74 mph average the fourth year in a row the winner 

= won with Mobiloil! And it’s no 
coincidence! 

This super-detergent oil is scientif- 
ically designed to drastically reduce 
engine wear. In fact, there’s more 
engine protection built into world- 
famous Mobiloil than the average 
driver will ever need. 

Speedway or highway— Mobiloil 
can’t be beat for engine protection. 





TROY RU 
8.92 mph—@ record 


SOCONY-VACUUM OIL COMPANY, INC 


Mobilg 


OC Ou vaCuUS 


NEW YORK 4 N. ¥ 46 Broadway e CHICAGO 5, ILLINOIS—59 E. Van Buren St. e BALTIMORE 18. MARYLAND —1914 North Charlies St. «© MILWAUKEI 

1 WISCONSIN—907 South First St e CLEVELAND 15, OHIO—1422 Buclid Avenue e KANSAS CITY 13 MISSOURI--925 Grand Ave . DETROIT 

MICHIGAN 903) West Grand Blvd. e ST. LOUIS 8 MISSOURI—4140 Lindell Rivd. e DALLAS 1. Texas Magnolia Petroleum Co Magnolia Buildir 
Secony-Vacuum maintains many other conveniently located service offices to give you close fast cooperation. 








‘Speeds Up Deliveries 


... that’s what | like about 


| h \ HANNAY Hose Reels!” 
il: \ = —says FRANK STEVENS 
\ 3 ' a : 

—— ap e P = . = 


coe a my 


, 


Shere SERVICE under all operating conditions has 
proven, over and over again, the efficiency and 
economy of Hannay Hose Reels. Enthusiastic users all 
over the country continue to tell us of their satisfac- 
tion . . . More than twenty years of continuing 
research and development have gone into today’s 
Hannay Reels — to give you a hose reel that is scien- 
tifically designed and constructed for SAFE, efficient 


and economical handling of inflammable and volatile “Hannay Hose Reels have proven their 


efficiency and economy to me again and 
again.’ MAHLON FAHRINGER, President 
E. W. HOWELL CO., Albany, N. Y. 


liquids . . . You can depend on Hannay Hose Reels. 


Particularly advantageous for fuel oil, gasoline and 
LPG deliveries, fire fighting, marine and aircraft fuel- 





ing, and for fueling pits, the Hannay Hose Reel 


reduces hazards, lengthens hose-life, eliminates mess Check These HANNAY Extras! 


and annoyance. There is a Hannay Hose Reel for ® Simplicity of construction and operation 


every purpose .. . each one backed by the Hannay reduces maintenance costs toa minimum... 
reputation for integrity and dependability. When you Leak proof, trouble-free swing joints 
buy a Hannay Hose Reel you get the finest hose reel designed to meet specific needs . . . 


ever made! Rolled edges on disc and tubular take-off 


rollers prevent scuffing and hose damage. 
HANNAY ...Greatest Name in Hose Reels! Chain and sprocket drive gives controlled, 
uniform speed without clutch or gear shift. 


wb | y Especially designed explosion-proof heavy 


816. v.5. Par. OFF duty motor, Underwriters Approved Class 1, 


oy 0 $ 7 R t & L S Group D, with permanently lubricated bear- 


CLIFFORD B. HANNAY & SON, Inc. ings. Motor an integral part of reel; needs 
WESTER NEW you! no attention. 


©1954, C.B.H.& S.,Ine. Sturdy, compact, durable, dependable! 








MANUAL & POWER OPERATED HOSE REELS FOR EVERY REQUIREMENT 





